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Class  begin 
Thanksgiving  recess 
Christmas  vacation 
Fall  Semester  ends 


1962-1963 

Classes  begin 
Washington's  Birthday 

holiday 
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Memorial  Day  holiday 
University  forty-ninth  annual 
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Class  dates  are  announced  in  the  Summer  Session  Bulletin 
published  each  March. 


Students  are  requested  to  see  each  Session  Bulletin  pub- 
lished prior  to  the  session  for  a  more  detailed  schedule. 
Any  changes  or  adjustments  necessary  in  the  academic  cal- 
endar above  will  be  noted  in  the  Session  Bulletin. 


The  American  University  Bulletin  is  published  by  The  American 
University,  Massachusetts  and  Nebraska  Avenues,  Northwest,  Wash- 
ington, D.C.,  month'y  except  in  the  month  of  July.  Second  class 
postage  paid  at  Washington,  D.C.  Volume  38,  Number  5,  Febru- 
ary. 1962. 
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General  Information 


The  American  University,  chartered  by  the  Congress  of  the  United  States  on 
February  24,  1893,  is  a  coeducational,  privately  endowed,  Methodist  related,  urban 
university.  It  welcomes  students  and  scholars  of  all  races,  creeds  and  nationalities 
to  its  programs  of  education. 

The  University  publishes  an  annual  General  Information  Bulletin.  This 
bulletin  contains  information  about  the  University's  history,  organization,  faculty, 
facilities,  programs  and  degrees,  admission  requirements,  academic  information, 
library  resources,  financial  assistance,  student  personnel  services,  residence  facili- 
ties, student  activities,  tuition  and  other  charges,  alumni  activities,  and  special  uni- 
versity programs.  Please  consult  this  bulletin  for  information  about  any  of  these 
areas. 


Accreditation 


The  American  University  is  accredited  by  the  Middle  States  Association  of  Col- 
leges and  Secondary  Schools  and  the  University  Senate  of  The  Methodist  Church. 

It  is  a  member  of  the  Association  of  American  Colleges,  the  Association  of 
Urban  Universities,  the  Association  of  University  Evening  Colleges,  the  National 
Intercollegiate  Athletic  Association;  and  approved  by  the  American  Association 
of  University  Women. 

The  University  is  a  charter  member  of  the  Council  of  Graduate  Schools  in  the 
United  States  and  is  a  member  of  the  Midwest  Conference  on  Graduate  Study  and 
Research. 

The  School  of  Business  Administration  is  a  member  of  the  Middle  Atlantic  Asso- 
ciation of  Colleges  of  Business  Administration. 

The  Washington  College  of  Law  is  a  member  of  the  Association  of  American 
Law  Schools  and  is  approved  by  the  American  Bar  Association. 

The  Department  of  Education  in  the  College  of  Arts  and  Sciences  is  a  member 
of  the  American  Association  of  Colleges  for  Teacher  Education. 


The  Wesley  Theological  Seminary  is  accredited  by  the  American  Association  of 
Theological  Schools  and  the  University  Senate  of  The  Methodist  Church. 


THE  AMERICAN   UNIVERSITY 

MASSACHUSETTS    AND    NEBRASKA    AVENUES,    N.W. 

Washington  16,  D.  C. 


SCHOOL  OF  BUSINESS  ADMINISTRATION 

WOoDLEY  6-6800,  EXT.  302-3-4 


To  the  Reader: 

Generally,  the  first  impression  of  an  educational  institution  comes  from  reading 
its  catalog.  Therefore,  in  this  Catalog,  we  have  tried  to  tell  you  about  our  philoso- 
phy, our  objectives,  our  Faculty,  our  programs,  and  our  ambitions.  We  have  tried 
to  describe  a  School  of  Business  Administration  worthy  of  its  location  in  the  capital 
of  our  Nation  and  the  free  world. 

We  have  done  our  best  to  make  the  printed  page  a  substitute  for  your  personally 
visiting  our  campus  and  talking  to  us.  Because  this  is  a  poor  substitute  at  best,  we 
hope  that,  after  reading  this,  you  will  arrange  a  visit  through  our  Admissions  Office 
or  will  write  us  for  further  details. 

If  you  are  planning  undergraduate  or  graduate  study,  we  urge  you  to  read  the 
following  pages  very  carefully. 

Business  as  a  challenging,  exciting  and  rewarding  career  field  and  our  School  as 
effective  educational  preparation  for  such  a  career  have  much  to  offer  you.  While 
no  school  can  teach  more  than  a  small  part  of  what  successful  executives  must 
know  and  while  the  largest  share  of  your  future  depends  on  you,  the  record  of  our 
graduates  clearly  shows  that  we  are  providing  an  excellent  foundation  for  satisfy- 
ing and  meaningful  personal  and  professional  achievements. 

We  recognize  that  we  need  standards  of  measurement  differing  from  other  fields 
of  education,  that  motivation  and  attitude  are  the  major  determinants  of  academic 
performance,  that  personal  characteristics  of  honesty,  integrity,  determination, 
initiative,  imagination,  alertness,  ability  to  get  along  with  people  and  willingness  to 
accept  responsibility  are  equally  important  factors  in  success.  But  business,  today 
more  than  ever  before,  needs  the  highest  quality  of  leadership  if  our  free  society  is 
to  survive.  This  means  that  schools  of  business  administration  need  the  highest 
caliber  of  students  in  preparing  tomorrow's  business  leaders. 

We  do  the  work  of  five  years  in  four  in  our  undergraduate  curriculum  and  make 
even  more  stringent  demands  in  our  graduate  programs.  We  educate  today  for  the 
demands  of  tomorrow  in  a  world  whose  rapid  change  makes  the  picture  of  tomor- 
row quite  blurred  and  indistinct.  We  therefore  need  a  better  than  average  student 
body  for  our  Faculty  to  do  its  work  successfully. 

If  you  seek  an  effective  education  in  Business  Administration  and  can  meet  our 
standards,  we  invite  your  application.    Full  information  follows. 

Nathan  A.  Baily 
Dean 


Philosophy  of  the  School 

The  primary  purpose  of  The  American  University  School  of  Business  Adminis- 
tration is  to  prepare  men  and  women  for  positions  of  executive  responsibility  and 
for  leadership  in  our  society.  Whether  the  career  be  in  private  business  or  in  a 
non-profit  institution,  in  education  as  a  teacher  of  business  or  an  administrator,  in 
the  military,  or  in  an  area  of  government  calling  for  competence  in  business  man- 
agement, whether  the  career  be  at  home  or  overseas,  the  School's  programs  are 
designed  to  help  develop  the  knowledge,  educational  horizons,  background  and 
skills  required  for  eventual  success  in  policy-making  positions.  The  programs  call 
for  a  broad  base  of  general  education,  an  understanding  and  appreciation  of  our 
private  enterprise  system,  ability  to  think  in  terms  of  the  business  climate  and 
overall  needs  and  problems,  familiarity  with  organizational  principles  and  behavior, 
analytical  competence  and,  above  all.  a  knowledge  of  the  "why's." 

"The  man  who  knows  how  will  always  have  his  job;  the  man  who  knows 
why  will  be  his  boss!" 

National  Business  Publications 


The  School  therefore  believes  that  its  graduates  must  clearly  understand  and 
implement  in  their  careers  the  following  principles: 

•  The  basic  measure  of  efficiency  of  the  modern  business  unit  in  terms  of 
operations  and  contribution  to  our  society  is  its  profitability.  Without  profit, 
no  business  enterprise  endures  or  serves  society.  Without  profit  and  private 
enterprise  the  American  achievement  would  have  been  impossible.  Without 
economic  freedom,  political  freedom  cannot  endure. 

•  Today,  business  is  a  profession  and  the  business  leader  is  a  leader  in  our 
society.  As  such,  he  must  bring  not  only  knowledge,  competence,  and  under- 
standing to  the  business  unit,  but  must  also  always  maintain  high  ethical 
standards  in  all  his  activities.  The  future  of  our  economy  depends  to  a  large 
degree  on  his  creative  ability,  the  quality  of  his  decisions  and  the  ethical  level 
of  his  actions. 

•  The  business  unit  must  contribute  to  the  advancement  of  society  as  well  as 
to  its  own  growth,  by  meeting  responsibilities  to  employees,  stockholders,  and 
the  general  public,  and  by  increasing  the  amount  of  goods  and  services,  mak- 
ing them  available  at  the  lowest  possible  cost. 


McKinley  Building 


Objectives 


The  School's  curricula  seek  to  develop  in  the  student  the  ability  to: 

•  Think,  to  analyze  organizational  problems,  and  to  make  decisions 

•  Coordinate  men,  machines,  and  materials  into  profit-making  activity 

•  Analyze  operations  in  terms  of  measured  facts  for  purposes  of  planning  and 
control 

•  Find  needed  information  and  appraise  its  accuracy  and  usefulness 

•  Present  ideas  effectively,  both  orally  and  in  writing,  and  to  utilize  such  ideas 
in  formulating  plans  and  policies 

•  Deal  with  agencies  of  government  in  business  relationships 

•  Recognize  the  social  and  civic  obligations  of  business  and  the  businessman 

•  Develop  his  personal  set  of  moral  and  ethical  values 

•  Work  effectively  with  people  at  all  levels  and  of  differing  outlooks,  recogniz- 
ing their  dignity  as  individuals,  and  their  roles  as  members  of  the  group 

The  curricula  are  designed  to  provide  the  foundation  both  for  immediate  on- 
the-job  success  as  well  as  for  continued  advancement  to  increased  responsibility 
and  for  the  development  of  a  satisfying  personal  and  professional  philosophy. 
To  further  these  objectives,  the  School  offers  each  student  individual  counseling 
with  an  advisor  and  stresses  a  close  student-faculty  relationship. 


History  of  the  School  of 
Business  Administration 

Although  The  American  University  conferred  degrees  in  Business  Administra- 
tion in  the  1920's  and  1930"s,  the  first  formally  organized  and  continuous  program 
in  Business  Administration  was  established  in  June  1946.  Known  as  the  Business 
and  Industrial  Management  curriculum,  this  was  an  intensive  90  credit  certificate 
program  developed  for  returning  veterans  on  the  basis  of  a  special  report  of  the 
Society  for  Advancement  of  Management.  Jurisdictionally,  the  BIM  Program  was 
in  the  Department  of  Economics. 

With  the  growth  in  enrollment  and  the  University  planning  to  establish  a  School 
of  Business  Administration,  this  program  was  expanded  to  a  full  four  years  of  un- 
dergraduate education  leading  to  the  degree  of  Bachelor  of  Science  in  Business 
Administration.  Soon,  majors  were  established  in  Accounting  and  Transportation 
and  then  others  in  Real  Estate.  Advertising,  Retailing.  Banking  and  Personnel 
Management.  The  business  programs  became  the  largest  single  area  of  enrollment 
in  the  University  and  were  administered  through  a  Division  of  Business  Studies  in 
the  Economics  Department. 

The  continued  growth  of  business  administration  was  recognized  by  renaming 
the  Department  of  Economics,  the  Department  of  Economics  and  Business  Ad- 
ministration. Then,  the  Department  was  separated  into  two  Departments.  In 
1949,  the  Master  of  Business  Administration  degree  was  authorized.  On  April  22. 
1955.  the  Department  of  Business  Administration,  with  the  largest  enrollment  in 
the  University  at  the  undergraduate  and  master's  level,  became  a  School.  The 
nation's  capital  for  the  first  time  had  a  School  of  Business  Administration. 

The  absence  until  this  time  of  such  a  School  is  most  significant  in  terms  both 
of  the  stature  and  importance  accorded  to  private  business  enterprise  at  the  seat  of 
the  federal  government  and  of  the  lack  of  any  strong  feeling  of  a  need  for  pro- 
fessional education  in  business  administration  among  those  who  were  responsible 
for  the  daily  operations  of  our  country's  largest  business.  The  drastic  change 
created  by  the  establishment  of  the  School  is  perhaps  most  dramatically  illustrated 
by  government  employees  now  making  up  half  of  the  School's  part-time  enroll- 
ment. Their  understanding  of  how  our  business  system  actually  operates  will  be 
determined  to  a  large  degree  by  the  School's  effectiveness  in  the  classroom.  The 
School  thus  serves  as  an  unique,  non-political  meeting  ground  for  business  and 
government. 

In  April  1957,  the  School  was  authorized  to  offer  (under  the  general  supervision 
of  the  Graduate  School)  the  Doctor  of  Philosophy  in  Business  Administration  de- 
gree, thus  adding  to  its  curriculum  the  highest  degree  of  academic  scholarship. 
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Business  Advisory  Board 

To  ensure  that  its  programs  meet  the  highest  possible  standards,  that  it  truly 
prepares  men  and  women  for  executive  responsibilities,  the  School  looks  to  its 
Business  Advisory  Board.  These  distinguished  business  executives  guide  the  de- 
velopment of  the  School  and  serve  as  a  channel  of  communication  between  the 
School  and  the  business  world. 

The  faculty,  students,  and  administration  are  deeply  grateful  to  these  executives 
who  are  devoting  time  and  effort  to  the  education  of  our  future  business  leaders. 
Through  such  active  interest  and  participation,  our  business  system  will  reach  new 
heights,  enabling  all  Americans  to  enjoy  continued  economic  freedom  and  the 
highest  possible  standard  of  living. 


Philip  M.  Talbott  (Chairman) 

Special  Assistant  to  the  President 

National  Savings  &  Trust  Company; 

Past-President, 

U.  S.  Chamber  of  Commerce, 

National   Retail    Merchants  Association, 

Washington  Board  of  Trade; 

Washington,  D.  C. 

Earl  Bunting  (Vice  Chairman) 

Director 

Earl    Bunting   International   Geonomics; 
Past-President;   Managing  Director,  Re- 
tired; Honorary  Vice-President, 
National  Association  of  Manufacturers; 
Washington,  D.  C. 

Melvin  H.  Baker 

Chairman  of  the  Board 
National  Gypsum  Company 
Buffalo,  New  York 

Robert  C.  Baker 

President 

American  Security  and  Trust  Company 

Washington,  D.  C. 

Joel  Barlow 

Attorney 

Covington  &  Burling 

Washington,  D.  C. 

John  Barnett 

General  Manager,  Washington  Area 

Stores 
Sears,  Roebuck  &  Company 
Washington,  D.  C. 

Daniel  W.  Bell  (Honorary  Member) 

Chairman  of  the  Board 

American  Security  &  Trust  Company 

Washington,  D.  C. 

Leo  M.  BernHtein 

Chairman  of  the  Board 
Realty  Title  Insurance  Company; 
President 

Guardian  Federal  Savings  &  Loan  Asso- 
ciation 
Washington,  D.  C. 


Everett  J.  Boothby 

Chairman  of  the  Board 
Washington  Gas  Light  Company 
Washington,  D.  C. 

Lemuel  R.  Boulware 

Vice  President,  Retired 
General  Electric  Company 
New  York,  New  York 

Dr.  Dean  O.  Bowman 

Vice  President,  Long-Range  Planning 
Autonetics  Division 
North   American  Aviation,  Inc. 
Downey,  California 

Robert  E.  Brooker 

President 

Montgomery  Ward  &  Co. 

Chicago,  Illinois 

B.  B.  Burgunder,  Jr. 

Vice  President 

The  S.  Kann  Sons  Company 

Washington,  D.  C. 

Morris  Cafritz 

President 

The  Cafritz  Company 

Washington,  D.  C. 

Wofford  B.  Camp 

Agricultural    Scientist,    Business   Execu- 
tive 
Bakersfield,  California 

Boyd   Campbell 

Chairman 

Mississippi  School  Supply  Co. 

Jackson,  Mississippi 

J.  H.  Carmichael 

Hagerstown,  Maryland 

N.  M.  Cohen 

President 

Giant  Food,  Inc. 

Washington,  D.  C. 
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Prentiss  L.   Coonley 

Management  Consultant,  Government 

Relations 
Washington,  D.  C. 

Tobe  C.  Davis  (Mrs.) 

Tobe  &  Associates,  Inc. 
New  York,  New  York 

Hugh  K.  Duffield 

Vice    President    in    Charge    of   Eastern 

Territory 
Sears,  Roebuck  &  Company 
Philadelphia,  Pennsylvania 

George  M.  Fisher 

Vice  President,  Retired 
Riggs  National  Bank 
Washington,  D.  C. 

R.  H.  Fogler 

Former  Assistant  Secretary  of  the  Navy; 
Director  and  Former  President 
W.  T.  Grant  and  Company 
Hastings-on-Hudson,  New  York 

Dr.  Robert  "W.  French 

President 

Tax  Foundation,  Inc. 

New  York,  New  York 

Aaron  Goldman 

President 

Macke  Vending  Company; 
Past-President 

National  Automatic  Merchandising  As- 
sociation 
Washington,  D.  C. 

Ralph  L.  Goldsmith 

Chairman,  Executive  Committee 
Lansburgh's  Department  Stores 
Washington,  D.  C. 

The  Honorable  Barry  M.  Goldwater 

U.  S.  Senator  from  Arizona; 
Chairman  of  the  Board 
Goldwater's 
Phoenix,  Arizona 

Herbert  H.  Goodman 

Vice  President 

Remington    Rand    Division    of    Sperry 

Rand,  Inc. 
Washington,  D.  C. 

Granville  Gode 

President 

Gude  Brothers  Florists 

Washington,  D.  C. 

Robert  E.  Harper 

President 

National  Business  Publications,  Inc. 

Washington,  D.  C. 


John  S.  Hayes 

President 

Washington  Post-Newsweek  Stations 

Washington,  D.  C. 

John  C.  Hazen 

Vice-President — Government 

National    Retail    Merchants   Association 

Washington,  D.  C. 

Robert  Heller 

Chairman 

Robert  Heller  and  Associates,  Inc. 
Management  Consultants 
Cleveland,  Ohio 

Charles  H.  Jagels 

President 

Lansburgh's  Department  Stores 

Washington,  D.  C. 

James  M.  Johnston 

Senior  Partner 

Johnston,  Lemon  and  Company 
Investment  Brokers 
Washington,  D.  C. 

Rowland  Jones,  Jr. 

Past-President 

American  Retail  Federation 

Washington,  D.  C. 

Howard  W.  Kacy 

President 

Acacia  Mutual  Life  Insurance  Company 

Washington,  D.  C. 

Garfield  I.  Kass 

President 

Kass  Realty  Co.,  Inc. 

Washington,  D.  C. 

Henry  J.  Kaufman 

Managing  Director 
Henry  J.  Kaufman  &  Associates 
Advertising  &  Public  Relations 
Washington,  D.  C. 

Cecil  D.  Kaufmann 

President 

Kay  Jewelry  Stores,  Inc. 

Washington,  D.  C. 

Jac  Lehrman  (Alternate  Member) 

Vice  President 
Giant  Food,  Inc. 
Washington,  D.  C. 

William  T.  Leith 

President 

Peoples  Life  Insurance  Company 

Washington,  D.  C. 

Robert  H.  Levi 

President 

The  Hecht  Company 

Washington,  D.  C. 
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Frank  J.  Luchs 

Executive  Vice  President  and  Treasurer 
Shannon  &  Luchs  Company,  Realtors; 
Past-President,  Washington  Real  Estate 

Board 
Washington,  D.  C. 

Walter  F.  McArdle 

President 

The  McArdle  Printing  Company; 

Past-President 

The  Printing  Industry  of  America 

Washington,  D.  C. 

The  Honorable  W.  J.  McNeil 

President 

Grace  Line; 

Former  Assistant  Secretary  of  Defense/ 

Comptroller 
Department  of  Defense 
New  York,  New  York 

Edward  Marcus 

Executive  Vice-President 
Neiman-Marcus 
Dallas,  Texas 

Edgar  Morris 

Special  Representative 
Westinghouse  Electric  Corporation 
Washington,  D.  C. 

James  B.  Morrison 

President 

Chesapeake  &  Potomac  Telephone  Com- 
panies 
Washington,  D.  C. 

C.  A.  Newland 

Area  Manager 

Humble  Oil  and  Refining  Co. 

Baltimore,  Maryland 

Richard  A.  Norris 

President 

Riggs  National  Bank 

Washington,  D.  C. 

Richard  C.  Patterson,  Jr. 

Commissioner 

Department  of  Commerce  &  Public 

Events 
New  York,  New  York 


J.  C.  Penney  (Honorary  Member) 

Founder 

J.  C.  Penney  Company,  Inc. 

New  York,  New  York 

Emerson  Planck 

Sales  Manager,  Retired 
Edsel  Division 
Ford  Motor  Company 
Alexandria,  Virginia 

Herbert  J.  Rich 

Treasurer  and  Chairman  of  the  Board 
Rich's  Shoe  Stores,  Inc. 
Washington,  D.  C. 

Joseph  Ross 

President 

Davidson  Bros,  Inc. 

Detroit,  Mich. 

Calvin  K.  Snyder 

Executive  Vice  President 
American  Retail  Federation 
Washington,  D.  C. 

Dr.  John  R.  Steelman 

Management  Consultant,  Publisher 
Washington,  D.  C. 

Charles  H.  Tompkins,  Jr. 

Vice  President 

H  Street  Building  Corp. 

Washington,  D.  C. 

Frank  Weakly 

Chairman 

Alcoholic  Beverage  Control  Board 

Washington,  D.  C. 

The  Honorable  Robert  E.  Wilson 

Commissioner 

U.  S.  Atomic  Energy  Commission; 
Former  Chairman  of  the  Boards, 
Standard  Oil  Co.  of  Indiana;  American 

Oil  Co. 
Washington,  D.  C. 

Maury  Young 

President 

Young  and  Simon,  Insurance 

Washington,  D.  C. 

William  Zeckendorf 

President 

Webb  and  Knapp,  Inc. 

New  York,  New  York 


13 


"Whatever  may  be  the  ultimate  anodyne  of  power  in  these  days  of  voluntary  or  im- 
posed decision,  there  is  a  new  realization  that  strength  does  not  come  from  idle  hands. 
There  is  a  demand  that  work  opportunities  be  made  available  to  all. 

"The  Employment  Act  of  1946  commits  our  government  to  full  employment  while  pre- 
serving to  every  individual  the  right  of  eminent  domain  over  his  own  destiny.  Democrats 
and  Republicans  are  equally  committed. 

"The  task  is  formidable.  To  achieve  this  objective,  while  preserving  individual  freedom, 
there  must  obviously  be  cooperation  between  government  and  business  such  as  we  have 
never  known.  This  cooperation  is  a  proper  field  for  schools  of  business  administration. 
It  is  not  a  field  they  have  yet  entered.  It  is  a  field  peculiarly  appropriate  to  the  only 
School  of  Business  Administration  situated  in  our  country's  capital. 

"It  is  as  the  pioneer  to  face  this  high  challenge  that  The  American  University  estab- 
lishes and  dedicates  its  School  of  Business  Administration." 

Resolution  presented  by 
Prentiss  L.  Coonley,  approved  by  the  Business  Advisory  Board  on  estab- 
lishment   of   the    School    of    Business    Administration,    April    21,    1955. 


"Cooperation  between  government  and  business,  which  constitute  two  major  segments 
of  our  national  life,  is  essential  to  the  welfare  and  security  of  this  nation. 

"Successful  cooperation  can  be  built  only  on  a  foundation  of  mutual  understanding. 
The  development  of  such  understanding  can  be  significantly  advanced  by  university 
schools  of  business  administration.  This  is  particularly  true  of  a  school  of  business  admin- 
istration within  the  nation's  capital,  where  the  operations  of  government  can  be  observed 
firsthand,  and  where  many  persons  engaged  in  those  operations  can  add  to  their  academic 
training.  . 

"The  applicability  to  the  public  service  of  courses  in  the  various  areas  of  business 
administration  has  been  recognized  by  many  government  career  administrators.  It  is 
interesting  to  note  that  nearly  half  of  the  students  enrolled  in  The  American  University's 
evening  classes  in  Business  Administration  are  government  employees. 

"I  believe  that  The  American  University  in  dedicating  its  School  of  Business  Adminis- 
tration to  the  furtherance  of  informed  and  intelligent  cooperation  between  government 
and  business,  is  making  a  valuable  contribution  to  better  government  and  better 
citizenship." 

Philip  Young,  (then)  Chairman, 

U.  S.  Civil  Service  Commission. 


Study  in  the  Nation's  Capital 

Study  in  Washington  can  make  a  university  career  most  stimulating  and  chal- 
lenging. Washington,  a  national  and  international  symbol  and  an  important  cross- 
road of  the  world,  is  a  living  educational  laboratory  where  the  student  daily  comes 
into  contact  with  the  forces  and  personalities  that  shape  the  course  of  history. 
Here,  the  resources  of  the  nation  are  available  as  a  supplement  to  the  classroom. 
It  is  a  city  of  exciting  persons,  places  and  events. 

Only  the  nation's  capital  can  offer  the  unequalled  opportunity  to  observe  first- 
hand the  ever-growing  interaction  between  the  Federal  Government  and  business. 
Washington  offers  the  opportunity  to  become  familiar  with  the  over-all  machinery 
of  government  at  work,  as  well  as  the  many  agencies  particularly  concerned  with 
business  matters.  Students  can  attend  meetings  of  major  professional  organizations 
and  observe  the  development  of  the  programs  of  national  business,  trade,  labor, 
and  industrial  organizations,  so  many  of  which  maintain  headquarters  in  the  Dis- 
trict of  Columbia. 

Students  have  access  to  the  unrivalled  research  and  resource  materials  in  the 
Library  of  Congress,  National  Archives,  Department  of  Commerce,  and  many 
specialized  libraries.  In  the  classroom,  in  seminars,  and  on  field  trips,  students  meet 
with  local  businessmen,  experts  of  the  Federal  Government,  and  visiting  business 
executives  from  different  parts  of  the  country. 

At  The  American  University,  the  student  body  represents  a  wide  variety  of  back- 
grounds and  origin.  The  increasing  number  of  foreign  students  and  the  presence 
of  American  students  from  all  parts  of  the  country  create  a  cosmopolitan  atmos- 
phere that  is  difficult  to  equal. 

Not  only  is  Washington  the  scat  of  the  national  government  and  a  growing  cul- 
tural center,  but  the  5-county  metropolitan  area,  now  ranked  first  in  the  country 
in  effective  buying  income  per  household  (Sales  Management,  annual  Survey  of 
Buying  Power,  May  1961 ),  is  daily  playing  a  more  important  role  in  the  economy 
of  the  nation,  continually  creating  new  career  opportunities  for  graduates  of  the 
School. 
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Looking  Ahead 


"Over  the  next  five  years  business  will  need  executives  to  replace  72%  of  its 
board  chairmen,  30%  of  its  presidents  and  33%  of  its  vice  presidents." 

Approximately  eight  out  of  every  ten  college  graduates  turn  to  business  to  build 
their  careers.  The  tremendous  growth  of  American  business,  its  steadily  increasing 
complexity  and  the  ever-growing  recognition  of  the  need  for  more  effective  man- 
agement in  all  kinds  of  organizations  have  created  extraordinary  opportunities  for 
well  educated  business  graduates.  Holders  of  business  administration  degrees  have 
been  eagerly  sought  after  by  employers  and  generally  begin  at  higher  starting 
salaries.  They  have  frequently  moved  rapidly  up  the  executive  ladder.  That  is 
why  business  administration  has  developed  into  the  leading  area  of  concentration 
in  colleges  and  universities,  with  almost  one  in  every  seven  undergraduate  students 
— including  many  women — majoring  in  this  field.  Today's  estimated  400,000 
young  men  and  women  enrolled  in  collegiate  programs  in  business  is  expected  to 
become  over  700,000  by  1970. 

To  be  a  successful  executive  is  the  dream  of  many  men  and  women.  Study  in 
business  administration  offers  the  educational  background  needed  to  help  make 
this  dream  a  reality.  "We're  going  to  need  more  executives,"  leaders  in  every  field 
continually  announce.  Opportunity  awaits  the  able,  the  ambitious  and  the  educated. 


Library 


16 


Careers  in  Business  Management 

The  following  extracts  indicate  some  of  the  career  opportunities  for  Business 
Administration  graduates.  The  article  from  which  they  are  taken  may  be  found  in 
the  December,  1959  issue  of  "Occupational  Outlook  Quarterly." 

"Success  stories  about  corporation  presidents  who  quit  school  and  started  work 
as  messengers  in  their  companies  appear  now  and  then  in  magazines  and  books. 
Such  stories  make  fascinating  reading  and  lead  boys  and  girls  to  dream  of  similar 
accomplishments.  However,  young  people  should  know  that  the  'self-made'  man 
may  soon  become  a  rarity.  //  is  increasingly  difficult  for  persons  without  a  formal 
educational  background  to  move  up  through  the  ranks  of  a  company  to  top  man- 
agement positions.  Many  modern  businesses  have  become  so  complex  that  new 
entrants  must,  in  many  cases,  have  preparation  in  some  specialized  field. 

Nature  of  the  Work 

Business  management  is  one  of  the  largest  fields  of  employment  for  young  men 
with  college  degrees.  Approximately  3  million  salaried  workers — 85  percent  of 
them  men — were  employed  in  1959  to  manage  the  business  activities  of  enter- 
prises ranging  from  aircraft  manufacturing  to  zinc  mining.  In  addition,  many 
persons  designated  as  professional  workers  such  as  engineers,  scientists,  and 
accountants,  also  have  administrative  responsibilities.  Likewise,  some  foremen 
and  supervisors  in  factories  or  offices  may  perform  functions  which  overlap 
managerial  activities.  There  are  also  large  numbers  of  proprietors  who  carry  on 
all  or  a  part  of  the  activities  necessary  for  the  management  of  their  own  businesses. 

The  management  setup  differs  widely  among  companies,  depending  on  the  size 
of  firm,  volume  and  type  of  business,  and  a  variety  of  other  factors.  Regardless 
of  such  differences,  most  business  firms  hire  young  people  as  management  or  busi- 
ness trainees  in  order  to  insure  an  adequate  supply  of  experienced  personnel  to  fill 
vacancies  as  they  occur  at  higher  levels.  Most  large  companies  recognize  two  levels 
of  management  positions  above  that  of  supervisor  and  manager-traineee — the 
middle-management  group  and  the  top-level  executives  and  officials.  In  the  biggest 
companies,  a  typical  managerial  setup  would  include  a  president,  several  vice 
presidents — each  in  charge  of  one  or  more  broad  functions,  such  as  production, 
sales  and  marketing,  or  finance — and  several  middle  or  department  managers  who 
report  to  the  vice  president  in  charge  of  their  area  of  work.  A  department  head 
may  have  several  managers  in  specialized  areas. 

Middle-management  personnel  are  responsible  for  operating  their  departments 
at  peak  efficiency.  To  do  this,  they  must  usually  apply  their  knowledge  of  one 
or  more  specialized  fields — accounting,  economics,  statistics,  and  engineering,  to 
name  a  few — and  utilize  their  practical  business  experience  to  make  decisions  on 
a  variety  of  nonroutine  problems  within  the  framework  of  company  policy.  They 
must  also  have  a  broad  understanding  of  such  matters  as  costs,  personnel  prac- 
tices, methods  and  procedures,  and  other  matters  related  to  their  work. 

Where  Employed 

Every  industry  employs  some  management  workers.  However,  the  greatest 
proportion  of  such  workers  (nearly  30  percent  in  1950)  are  employed  by  retail 
trade  establishments.  Food  and  department  stores  (including  general  merchandise 
stores)  together  employ  more  than  a  third  of  all  retail  management  personnel. 

Manufacturing  firms  provide  employment  for  about  one-fifth  of  all  management 
personnel. 

17 


Other  broad  industry  groups  employing  many  management  workers  are  services 
(including  automobile  and  other  repair  services,  business  services,  hotels  and  other 
personal  services,  entertainment  services,  and  educational  and  other  professional 
services),  transportation,  and  the  finance-related  industries. 

Although  the  largest  industries  employ  the  greatest  number  of  management 
workers,  these  industries  do  not  necessarily  have  the  greatest  proportion  of  man- 
agement employees  in  relation  to  their  total  employment.  The  finance-related 
industries  (banking,  insurance,  and  real  estate)  have  the  highest  proportion  of 
managerial-type  personnel — one  manager  for  every  six  workers.  On  the  other 
hand,  manufacturing  industries,  as  a  group,  employ  only  1  manager  for  every 
29  workers.  A  major  reason  for  the  difference  in  ratios  is  the  existence  of  many 
thousands  of  small  insurance  agencies  and  small  branch  banks  each  requiring  the 
services  of  one  or  more  managers,  whereas,  manufacturing  companies  usually 
employ  large  numbers  of  workers  in  a  plant  and  need  relatively  few  managers. 
In  addition,  many  management  functions  in  factories  are  performed  by  engineers, 
foremen,  and  others  who  are  not  classified  as  managers. 

Training  and  Other  Qualifications 

Inexperienced  young  people  are  seldom  able  to  enter  managerial  positions 
directly.  However,  to  an  increasing  extent,  large  companies  recruit  college  gradu- 
ates specifically  as  business-trainees.  Each  year,  company  representatives  visit 
colleges  throughout  the  country  and  interview  students  who  are  interested  in  jobs 
that  may  eventually  lead  to  middle-  and  top-management  positions. 

A  college  degree  with  a  major  in  the  field  of  business  administration  is  con- 
sidered excellent  preparation  for  prospective  managers.  Manv  employers  hire 
persons  with  this  educational  background  because  it  can  be  utilized  in  a  wide 
variety  of  business  functions.  Students  in  schools  of  business  may  specialize  in 
one  subject  field  or  they  may  take  a  few  courses  in  several  fields  such  as  account- 
ing, economics,  finance,  marketing,  salesmanship,  advertising,  and  insurance,  as 
well  as  business  management.   .   .   . 

An  increasing  number  of  graduates  who  have  majored  in  engineering  or  other 
technical  fields  take  graduate  work  in  business  administration  and  thereby  improve 
their  chances  of  being  selected  for  choice  management  jobs. 

Business  administration  is  the  largest  major  area  of  specialization  selected  by 
male  college  graduates;  it  is  second  only  to  teaching  in  terms  of  all  bachelor's 
degrees  granted  to  both  men  and  women.  In  1958,  the  51.250  business  and  com- 
merce graduates  accounted  for  about  1  out  of  everv  7  college  graduates.  Nearly 
one-fifth  of  the  business  and  commerce  graduates  majored  in  accounting — a  subject 
field  regarded  as  highly  desirable  preparation  for  many  administrative  positions, 
particularly  those  dealing  with  finance. 

Promotion  to  higher  level  management  positions  depends  not  only  on  the  educa- 
tional preparation  and  demonstrated  ability  of  the  individual,  but  also  on  his  per- 
sonal characteristics.  Since  an  important  aspect  of  the  management  function  is 
getting  work  done  through  the  efforts  of  others,  the  successful  administrator  must 
have  outstanding  leadership  qualities  and  be  able  to  get  along  well  with  people. 
Sometimes  special  personality  tests  are  given  the  employees  being  considered  for 
promotion,  and  several  supervisors  or  managers  may  interview  the  candidates. 
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Growth  in  Employment  of  Management  Workers 

In  the  past  20  years,  employment  of  managers  and  related  workers  in  private 
industry  has  more  than  doubled.  This  increase — from  fewer  than  H  million 
workers  in  1940  to  about  3  million  in  mid- 1959 — represents  a  rate  of  growth  about 
twice  that  of  total  nonfarm  employment.  In  the  past  5  years  ( 1954-59).  managerial 
employment  has  increased  by  about  25  percent,  a  rate  3  times  greater  than  for 
total  nonfarm  employment. 

The  rapid  increase  in  the  employment  of  managers  and  other  salaried  admin- 
istrative personnel  is  largely  the  result  of  the  enormous  expansion  in  the  size  of 
business  firms.  The  growth  of  companies  and  the  establishment  of  many  branches 
have  reflected  the  demands  of  a  rapidly  increasing  urban  population  for  more 
products  and  services.  As  business  enterprises  become  larger  and  establish  more 
plants,  they  tend  to  employ  higher  proportions  of  management  personnel.  In  1940, 
slightlv  less  than  4  percent  of  all  nonfarm  workers  were  in  management  positions; 
in  1959,  approximately  5  percent  were  in  this  type  of  work. 

In  general,  the  larger  and  more  complex  a  company  becomes,  the  more  special- 
ized are  its  management  functions.  For  example,  a  large  firm  needs  specialists  to 
control  its  fiscal  department,  direct  personnel  and  industrial  relations  activities, 
guide  research  programs,  plan  and  develop  additional  branches,  locate  new  markets, 
organize  advertising  and  other  publicity  projects,  and  give  legal  counsel,  as  well 
as  to  manage  the  various  departments  concerned  more  directly  with  production 
and  distribution. 

The  growth  in  managerial  occupations  has  been  accompanied  by  an  increase  in 
the  number  of  women  entering  this  type  of  work.  During  the  1940's,  emplovment 
of  women  in  management  positions  grew  at  a  rate  twice  that  for  men.  Even  so, 
in  1950,  women  constituted  only  about  13  percent  of  all  salaried  managers.  Major 
factors  contributing  to  the  increase  in  the  employment  of  women  managers  were 
rising  levels  of  economic  activity,  the  greater  participation  of  women  in  all  tvpes 
of  employment,  and  the  shortage  of  male  workers  during  the  World  War  II  period. 
The  largest  area  of  employment  for  women  managers  is  in  retail  trade  which,  in 
1950.  provided  jobs  for  more  than  100,000  female  managerial  workers,  or  over 
40  percent  of  all  women  managers.  Many  of  the  women  in  retail  trade  were 
employed  as  buyers  and  department  heads;  between  1940  and  1950,  the  numbers 
in  such  positions  more  than  doubled. 

Employment  Outlook 

Employment  opportunities  are  expected  to  be  very  good  during  the  early  I960's 
for  young  people  to  enter  and  advance  in  management  careers.  Many  openings 
will  arise  in  new  and  rapidly  expanding  functions  and  industries.  There  will  also 
be  numerous  opportunities  for  management  trainees  in  established  areas  of  business 
activity.  Businessmen,  keenly  aware  that  successful  competition  depends  largely 
on  the  competence  of  management  staffs,  are  expected  to  hire  and  train  many 
thousands  of  young  people  each  year  and  promote  them  to  managerial  positions. 

If  the  recent  high  rate  of  employment  growth  of  salaried  managers  in  private 
industry  continues,  more  than  100,000  managers  will  be  employed  in  new  jobs 
each  year,  on  the  average,  during  the  early  part  of  the  1960  decade.  Moreover, 
additional  thousands  will  be  needed  annually  to  fill  vacancies  arising  from  turn- 
over. Such  vacancies  occur  mainly  among  young  management  workers  who  are 
not  suited  for  this  type  of  work,  and  among  older  managers  who  retire  or  die. 
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The  average  age  of  managers  is  higher  than  for  any  other  salaried  occupational 
group.  It  is  estimated  that  between  50,000  and  75,000  managers  will  be  required 
annually  for  the  next  several  years  just  to  replace  those  who  die  or  retire.  The 
vacancies  will  provide  advancement  mainly  for  experienced  managers.  Neverthe- 
less, for  every  manager  promoted,  a  vacancy  is  usually  created  farther  down  the 
managerial  ladder. 

The  most  rapid  advancement  and  the  best  managerial  jobs  will,  in  most  cases, 
go  to  college  graduates  who  have  the  necessary  personal  qualifications,  including 
evidence  of  leadership,  drive,  imagination,  integrity,  and  skill  in  human  relations. 
Graduates  of  schools  of  business  administration  are  expected  to  continue  to  be  in 
strong  demand  for  managerial  jobs,  particularly  in  such  areas  as  finance,  marketing, 
and  purchasing. 


Earnings  and  Working  Conditions 

Starting  salaries  averaged  nearly  $5,000  a  year  for  business  trainees  hired  by 
large  companies  in  mid- 1959,  according  to  reports  from  college  placement  officials. 
Most  beginning  salaries  were  within  the  range  of  $4,500  to  $5,500  in  large  firms. 
Men  with  advanced  degrees  in  business  administration — especially  those  who  also 
had  bachelor's  degrees  in  engineering,  mathematics,  or  science — generally  received 
premium  starting  salaries. 

A  private  survey  indicated  that  an  average  annual  salary  of  about  $7,600  was 
earned  in  1958  by  graduates  in  business  administration  who  had  started  in  begin- 
ning jobs  5  years  earlier.  According  to  limited  reports,  persons  with  considerable 
experience  who  were  employed  in  such  jobs  as  production  manager,  plant  manager, 
district  sales  manager,  tax  department  manager,  public  relations  manager,  or 
manager  in  charge  of  electronic  data-processing  earned  salaries  of  about  $10,000 
in  small  companies  up  to  about  $25,000  in  large  companies  in  1958.  Salaries  of 
managers  in  a  few  large  companies  were  between  $30,000  and  $40,000  annually. 
Within  each  company  there  may  be  a  difference  of  several  thousand  dollars  between 
the  lower  and  upper  limits  of  pay  for  a  particular  type  of  management  position; 
pay  raises  within  this  range  generally  depend  on  how  well  an  individual  performs 
his  job. 

Earnings  of  top  executives  depend  largely  on  company  size  and  sales  volume. 
The  highest  paid  executive — usually  the  companv  president — may  receive  total 
compensation  (including  salary  and  bonus)  of  $50,000  to  $75,000  a  year  in  com- 
panies with  an  annual  sales  volume  between  $50  and  $75  million,  and  from 
$100,000  to  $150,000  in  firms  with  annual  sales  between  $300  and  $500  million. 
Only  a  few  top  executives  in  giant  industrial  corporations  earned  more  than 
$300,000  (before  taxes)  in  1958.  Top  executives  having  overall  charge  of  func- 
tions such  as  marketing,  sales,  or  engineering  generally  receive  compensation 
amounting  to  from  one-third  to  one-half  that  of  the  companv  president.  Usually, 
the  highest  paid  of  these  executives  are  in  charge  of  sales,  finance,  and  manufac- 
turing, in  that  order.  Earnings  of  top  sales  executives  averaged  nearlv  $62,000  in 
1958,  according  to  a  private  study.  Compensation  levels  of  high-ranking  manage- 
ment officials,  especially  the  amounts  paid  as  bonuses,  are  greatly  affected  by  a 
company's  profits;  bonuses  normally  average  about  45  percent  of  salary. 
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Career  Opportunities  for  Women 

Year  by  year,  the  number  and  level  of  career  opportunities  for  women  in 
business,  in  government  and  in  other  organizations  rise  sharply.  Already,  there 
is  scarcely  a  field  where  women  are  not  entering  areas  previously  reserved  for 
men  and  playing  an  increasingly  important  role  on  both  administrative  and  staff 
bases. 

Secretarial  careers,  of  course,  remain  one  of  the  most  important  areas  of 
opportunity  for  women.  Two  basic  changes  are  taking  place  in  this  field,  however. 
The  level  of  professional  competence  demanded  by  employers  is  rising  as  the 
"executive  secretary"  emerges  as  a  vital  executive  position  and  a  necessary  part 
of  a  successfully  operating  organization  and,  secondly,  secretarial  competence  is 
increasingly  becoming  an  avenue  for  promotion  to  other  responsibilities. 

Another  major  area  of  opportunity  is  retailing  which  offers  a  woman  probably 
more  opportunities  for  advancement  to  executive  responsibilities  than  any  other. 
Further,  retailing  offers  opportunities  everywhere  in  the  country  and  there  are 
relatively  few  obstacles  to  combining  a  retailing  career  with  a  career  of  marriage 
and  family. 

These  are  but  illustrations  of  the  kinds  of  career  opportunities  open  to  well- 
educated  and  able  women.  Paralleling  this  growth  of  opportunities  is  the  steady 
increase  in  the  number  of  women  enrolled  in  schools  of  business  administration. 
The  woman  with  education  in  business  administration  has  broadened  her  knowl- 
edge of  business  operations  and  her  usefulness  to  a  prospective  employer.  By 
earning  a  degree  in  business  administration,  she  can  offer  the  same  educational 
background  so  eagerly  sought  by  recruiters  and  personnel  officers  when  hiring 
her  male  competitors. 

Career  Opportunities  in  Government 

Many  agencies  of  government  and  the  armed  services  actively  recruit  business 
administration  graduates.  An  idea  of  the  number  and  level  of  such  graduates  is 
indicated  by  a  recent  study  of  the  major  field  of  collegiate  education  for  1,150 
Federal  Career  Executives,  GS-16  and  higher.  This  showed  Business  and  Com- 
merce the  leader,  almost  50%  greater  than  the  second  field  (Ross  Pollock,  "Federal 
Career  Development  Needs — An  Overview"). 


"I  like  business  because  it  is  competitive,  because  it  rewards  deeds  rather 
than  words.  I  like  business  because  it  compels  earnestness  and  does  not 
permit  me  to  neglect  today's  task  while  thinking  about  tomorrow.  I  like 
business  because  it  undertakes  to  please,  not  reform;  because  it  is  honestly 
selfish,  thereby  avoiding  hypocrisy  and  sentimentality.  I  like  business  because 
it  promptly  penalizes  mistakes,  shiftlessness,  and  inefficiency,  while  reward- 
ing well  those  who  give  it  the  best  they  have  in  them.  Lastly,  I  like  business 
because  each  day  is  a  fresh  adventure." 
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Eflfeclive  Educationul  Preparalioii  for  Your  Career 

Built  upon  intensive  investigation  and  careful  planning.  The  American  University 
School  of  Business  Administration's  curricula  effectively  prepare  students  for  many 
and  varied  fields,  educational  backgrounds  which  grow  more  valuable  as  supple- 
mented by  experience.  In  determining  their  academic  and  professional  careers, 
prospective  students  should  consider  carefully  the  many  opportunities  made  pos- 
sible by  these  curricula.  They  should  evaluate  their  plans  in  terms  of  the  relevance 
and  assistance  of  the  educational  background  they  select  to  their  future  career 
interests  and  objectives. 

Undergraduate 

Business  administration  students  know  from  their  own  experience,  the  experi- 
ence of  their  predecessors  and  from  the  demands  of  employers,  the  importance  of 
a  business  major  built  upon  a  firm  foundation  of  general  education.  They  realize 
that  this  combination  can  enable  them  to  begin  their  careers  immediately  after 
graduation,  shorten  the  period  of  apprenticeship,  increase  earning  capacity  and 
make  possible  a  more  rapid  advancement  to  executive  levels. 

The  curricula  implement  the  School's  philosophy  that  there  is  no  conflict  between 
a  liberal  and  a  business  administration  education.  The  School  seeks  to  develop 
the  skills,  values,  outlook  and  personal  philosophies  associated  with  a  true  liberal, 
well-rounded  education.  It  accomplishes  this  both  by  drawing  on  the  curriculum 
of  the  College  of  Arts  and  Sciences  for  almost  fifty  per  cent  of  its  undergraduate 
degree  requirements  and — equally  or  more  important — by  utilizing  its  own  courses 
as  vehicles  for  reaching  the  same  educational  objectives. 

Effective  teaching  in  business  administration  must  be  "liberalizing"  to  be  good 
education  in  business  administration  and  the  School  attempts  to  follow  this  belief 
in  the  objectives,  approach  and  level  of  teaching  in  its  courses.  The  School's 
Bachelor  of  Science  in  Business  Administration  curriculum  is  therefore  built  on 
the  premise  that  business  administration  calls  for  the  broadest  and  most  liberal 
education  if  its  graduates  are  trulv  to  be  business  leaders. 

The  description  of  liberal  education  written  more  than  a  century  ago  by  John 
Henrv  Cardinal  Newman  applies  equally  to  the  goals  of  education  in  business 
administration  and  is  a  vital  part  of  true  education  for  business  leadership: 

"A  liberal  education  is  the  education  which  gives  a  man  a  clear,  conscious  view 
of  his  own  opinions  and  judgments,  a  truth  in  developing  them,  an  eloquence  in 
expressing  them,  and  a  force  in  urging  them.  It  teaches  him  to  see  things  as  they 
are,  to  go  right  to  the  point,  to  disentangle  a  skein  of  thought,  to  detect  what  is 
sophistical,  and  to  discard  what  is  irrelevant." 

A  business  administration  curriculum  generally  has  the  advantage  that  its 
students  are  better  motivated — and  willingness  and  attitude  are  still  the  major 
variables  in  success  in  college.  Students  cannot  study  everything  of  interest  and 
value  to  them  in  four  years;  thev  must  make  decisions  as  to  priorities.  Business 
administration  students  realize  that  they  are  combining  college  education  with 
direct  preparation  for  future  careers,  that  they  have  the  advantage  of  being  able 
to  give  affirmative  answers  to  the  questions  so  frequently  asked  by  only  too  many 
college  graduates: 

"After  college,  what?" 

"What  do  I  have  to  offer  a  prospective  employer?" 

"What  do  I  now  have  toward  building  a  successful  career?" 
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Master  of  Business  Administration 

Business,  government,  the  armed  forces  and  other  organizations -are  increasingly 
recognizing  the  Master  of  Business  Administration  degree  as  the  "professional" 
degree  for  positions  of  administrative  responsibility.  For  an  undergraduate  busi- 
ness major,  the  M.B.A.  represents  a  continuation  and  strengthening  of  his  educa- 
tional qualifications.  For  the  many  M.B.A.  candidates  whose  undergraduate  major 
was  not  business  administration  and  who  learned,  on  the  job  or  in  looking  for 
one,  the  importance  of  such  education  (70%  of  the  School's  M.B.A.  candidates 
majored  in  fields  other  than  business  or  economics),  this  degree  provides  the 
educational  background  so  often  required  for  successful  careers.  For  others, 
particularly  in  science  and  engineering,  progress  in  their  own  specialties  made 
clear  the  need  for  that  skill  in  administration  and  human  relations  which  the 
M.B.A.  program  seeks  to  develop. 

This  variety  of  previous  educational  backgrounds  and  professional  specializa- 
tions and  the  unusually  high  level  of  maturity  and  achievement  of  the  School's 
M.B.A.  students  are  factors  that  add  much  to  the  strength  of  classroom  discussion 
and  analysis. 

Doctor  of  Philosophy  in  Business  Administration 

The  Ph.D.  in  Business  Administration  degree  is  geared  to  achieve  the  highest 
level  of  performance  in  creative  scholarship.  It  is,  therefore,  designed  to  test 
the  candidate's  critical  and  analytical  ability  together  with  his  broad,  integrated 
background  in  the  fields  of  his  specialization.  Thus,  it  represents  a  major  personal 
and  academic  attainment  equally  indispensable  for  educational  and  research 
careers  as  well  as  for  business  leadership. 

Ph.D.  candidates  are  carefully  selected  and  thoroughly  tested  at  every  stage  of 
their  programs.  Most  of  them  have  already  achieved  major  positions  in  business, 
government,  the  military  and  the  educational  world. 


"Business  is  today  the  profession.  It  offers  something  of  the  glory  that  in 
the  past  was  given  to  the  crusader,  the  soldier,  the  courtier,  the  explorer, 
and  sometimes  to  the  martyr  .  .  .  (Business  is  the  field  of)  high  adven- 
ture .  .  .  with  opportunities  greater  and  rewards  larger  than  in  learned 
professions." 
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J.  C.  Penney  and  Morris  Cafritz  receive  certificates  of  membership  in 
Business  Advisory  Board  from  University  President  Hurst  R.  Anderson. 


Philip  IM.  Talhotl,  Chairman  of  School's  Business  Advisory  Board 
and  Past  Presi<lent,  U.S.  Chamber  of  Commerce;  Arthur  H.  "Red" 
Motley,  also  past  President  of  U.S.  Chamber,  and  major  speaker  at 
First  Annual  Conference  on  Business— Government  Relations  in  Mar- 
keting; and  Nathan  A.  Baily,  Dean,  School  of  Business  Administration. 


Curricula  and  Degrees 


Since  degrees  are  awarded  for  proficiency  in  scholarship  and  attainment  of 
educational  objectives,  quantitative  requirements  as  to  credits  stated  below  must 
be  understood  to  be  minima.  Additional  requirements  may  be  added  as  deemed 
necessary  in  each  individual  case. 

All  curricula  and  degrees  are  available  to  part-time  as  well  as  full-time  students. 

Undergraduate  Degrees 

Associate  in  Business  Administration  (two  years  or  equivalent)  and  Bachelor 
of  Science  in  Business  Administration  (four  years  or  equivalent). 


The  undergraduate  curriculum  builds  limited  professional  specialization 
on  the  foundations  of  a  broad  general  education.  It  combines  courses  in 
business  and  related  fields  with  general  studies  in  the  humanities,  natural 
and  social  sciences,  and  mathematics.  Non-business  courses  represent  almost 
fifty  per  cent  of  the  credit  hour  requirements  for  the  Bachelor's  degree  and 
almost  seventy  per  cent  for  the  Associate's  degree. 


Associate  in  Business  Administration 

The  major  use  of  the  Associate  in  Business  Administration  is  for  part-time 
students  to  mark  somewhat  better  than  "half-way"  progress  toward  the  Bachelor's 
degree.  All  satisfactory  credits  from  the  Associate's  degree  may  be  counted 
toward  the  Bachelor's  degree.  Earning  it  in  the  minimum  of  63  credits  does, 
however,  involve  going  out  of  the  "ideal"  sequence  of  courses  for  the  Bachelor's 
degree.  A  minimum  average  of  at  least  "C"  is  required  to  earn  the  Associate 
degree. 

Limited  fields  of  concentration  are  offered  in  general  business,  accounting,  and 
secretarial  studies. 

University  Requirements  in  General  Education  39-43  hours 

Major  Courses    20-24  hours 

Bachelor  of  Science  in  Business  Administration 

A  minimum  of  126  credits  with  at  least  a  "C"  average  is  required  for  the 
Bachelor's  degree.  No  grade  lower  than  "C"  may  be  used  to  meet  School  of 
Business  Administration  or  major  requirements. 

(1)   General  Education  (required  by  University  and  School)     54-58  hours 

General  studies  in  basic  areas  of  knowledge  which  contribute  to  broad,  rounded 
general  education  and  to  foundations  for  business  administration.  These  are 
designed  to  perfect  the  basic  skills  needed  by  every  student,  to  provide  a  back- 
ground of  knowledge  which  makes  it  possible  for  him  to  move  easily  in  the  world 
of  ideas,  and  to  help  him  appreciate  the  values  found  in  the  modern  world. 

Physical  Elducation   (4)   (not  required  of  part-time  students) 
English  Composition  *   (6) 
Backgrounds  of  Civilization  *   (6) 

*  Students  may  take  waiver  examinations  when  they  enter  the  University,  which,  if 
passed,  enable  the  student  to  substitute  elective  courses  for  an  equivalent  number  of 
credit  hours.  Sec  dates  of  examinations  in  session  course  announcement.  For  entrance 
with  advanced  standing  sec  page  38. 
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Ba««ir  Malheinalics   (3) 

Choice  of  6  hours  from  Human  Biology  (3),  Science  of  Chemis- 
■  try  (3),  Science  of  Energy  (3),  or  Earth  Sciences  (3);  or 
laboratory  science  courses   (8) 

Choice  of  3  hours  from  American  Government:  National  (3), 
Introduction  to  Sociology  (3),  or  Introduction  to  Anthro- 
pology   (3) 

General  PsychologA'   (3) 

Introduction  to  Economics   (6) 

Choice  of  3  hours  from  International  Economics  (3),  Introduc- 
tion  to  Economic  Geography  (3),  or  Introduction  to  World 
Politics  (3) 

Business  Statistics   (6) 

Public  Speaking  (3) 

World  Literature   (6) 

A  basic  course  in  Art,  Music,  Philosophy,  or  Religion  (3) 

(2)  School  of  Business  Administration  Requirements 29  hours 

Basic  courses  in  business  which,  by  providing  the  fundamental  tools  of  manage- 
ment, serve  as  a  common  core  for  all  business  students. 

10.101  Introduction  to  Business  (2);  10.211,  10.212  Introduc- 
tory Accounting  (6);  10.201  Business  Law  I:  Contracts  and 
Agency  (3)  ;  10.302  Business  Law  II:  Negotiable  Instruments 
and  Business  Organizations  (3)  ;  10.403  Business  Policy  (3)  ; 
10.466  Business  Finance  (3)  ;  10.481  Principles  of  Produc- 
tion Management  (3);  11.401  Principles  of  Marketing  (3); 
10.556  Business  Budgeting  and  Executive  Control  (3). 

(3)  Major  and  area  of  concentration    18-30  hours 

Each  student  must  choose  a  major,  an  organized  series  of  related  courses 
designed  to  provide  specialized  competence  in  a  given  area  of  business.  This 
major,  like  a  major  in  any  other  school  in  the  University,  represents  the  student's 
exploration  in  depth  and  shows  his  ability  to  master  a  certain  integrated  portion 
of  the  curriculum.  In  demonstrating  such  mastery,  the  student  should  learn  more 
effectively  how  to  think,  analyze  and  decide.  He  should  soon  realize  that  the 
simple  and  glib  generalizations  that  are  applied  to  so  many  areas  seem  valid  only 
because  of  ignorance  and  superficial  treatment  of  the  forces  involved.  He  should 
soon  understand  that  when  he  makes  decisions  in  other  areas,  he  must  utilize 
the  same  principles  of  research,  analysis  and  evaluation  that  he  learned  to  use  in 
his  major.  He  should  become  even  more  aware  of  the  impact  of  change,  having 
seen  it  at  work  in  his  area,  and  appreciate  the  importance  of  looking  for  the  forces 
of  change  wherever  he  is  exposed  to  new  areas. 

While  the  choice  of  a  major  is  usually  influenced  by  the  planned  career  field 
and  serves  as  career  preparation,  the  student  actually — through  the  School  of 
Business  Administration  requirements — has  the  educational  background  for  a 
career  as  a  junior  executive  in  almost  any  business  field. 

Generally,  full-time  students  without  clearly  defined  career  interests  elect  to 
major  in  General  Business.  Part-time  students,  because  of  their  work  experience, 
usually  can  make  definite  choice  of  a  major.  All  full-time  majors  follow  basically 
the  same  pattern  for  their  first  two  years.  After  this  exposure  to  business  courses 
and  to  the  information  the  School  continuously  provides  about  various  careers, 
students  can  shift  majors  without  loss  of  credits.  This  is  important  because 
changing  majors  later  than  the  beginning  of  the  junior  year  can  mean  extra  course 
work  to  meet  requirements. 
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This  limited  portion  of  the  undergraduate  curriculum,  therefore,  can  provide  a 
springboard  to  a  first  job  and  the  basis  for  continued  career  advancement.  It  does 
not  prevent  later  career  changes  nor  does  it  mean  a  narrow  and  limited  view  of 
business.  The  School  of  Business  Administration  requirements  provide  the  overall 
viewpoint  and  enable  the  student  to  relate  his  specialized  activities  to  the  total 
picture  of  the  operations  of  a  business  firm. 

Specialization  has  been  the  American  way  of  life  and  livelihood  for  .some  time. 
Most  of  the  changes  in  our  society  have  been  made  by  those  who  through  speciali- 
zation have  become  qualified  to  make  new  decisions.  Part  or  all  of  the  specialized 
education  for  most  professional  and  technical  workers,  e.g.,  scientists,  teachers, 
engineers,  pharmacists,  is  presently  obtained  at  the  undergraduate  level.  Such 
undergraduate  education,  of  course,  does  not  rule  out  the  need  for  further  edu- 
cation. In  many  cases,  it  actually  provides  a  firmer  foundation  for  graduate 
education. 

"We  must  not  hesitate  to  teach  things  which  will  prove  useful  in  later 
life.  Rather,  we  must  attempt  to  give  a  man  background  and  breadth  .  .  . 
so  that  he  can  bring  to  a  profession,  or  to  a  specific  job,  a  viewpoint  and  an 
approach  which  will  increase  his  effectiveness  both  as  a  wage  earner  and  as 
a  citizen." 

G.  Keith  Funston,  President  of  the  New  York  Stock 
Exchange  and  and  former  President,  Trinity  College 

General  Business 

Accounting 

Executive  Secretarial 

Finance  (concentrations  in  Commercial  Banking,  Financial  Management, 
Investments) 

Industrial  Relations  and  Personnel  Management 

International  Business  (with  the  cooperation  of  the  School  of  Interna- 
tional Service) 

Marketing  (concentrations  in  Advertising,  Retailing,  Sales  Management, 
General  Marketing) 

Production  Management 

Real  Estate 

Statistics 

Transportation  and  Traffic  Management 

Pre-Law  (special  program  leading  to  B.S.  in  Business  Administration  in 
the  School  of  Business  Administration  and  LL.B.  in  the  Washington 
College  of  Law  in  six  rather  than  seven  years  of  full-time  or  equivalent 
in  part-time  study) 

(4)    Electives  9-21   hours 

In  consultation  with  a  counselor,  students  choose  electives  from  any  business 
or  non-business  courses  offered  by  the  University,  according  to  their  interests  and 
objectives.  Superior  students  may  use  electives  to  participate  in  the  Integrated 
Bachelor's-Master's  Program  (sec  below). 

Graduate  Degrees 

Master  of  Business  Administration  anil  Doctor  of  Philosophy 

Graduate  students  receive  professional  management  education  in  preparation 
for  positions  of  administrative  and  executive  responsibility.  The  curriculum,  built 
around  a  common  core  in  business  management,  operates  through  classroom  and 
seminar  groups.  Each  program  is  patterned  to  the  individual  student  and  is  based 
upon  previous  education  and  experience  as  well  as  present  or  future  goals. 
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Master  of  Business  Administration 

The  M.B.A.  is  basically  a  degree  in  administration  for  the  education  of  those 
who  would  he  professional  practitioners  of  administration.  It  builds  upon  a 
common  foundation  for  all  students:  either  an  undergraduate  business  major 
or,  by  class  performance  or  examination,  demonstrated  competence  in  the  funda- 
mental tools  (the  "prerequisite"  courses).  Through  this  competence,  students 
who  did  not  major  in  business  administration  receive  the  foundation  for  effective 
performance  in  advanced  courses. 

Knowledge  of  and  skill  in  administration  must  be  shown  not  only  in  the 
required  field  of  Business  Management,  but  in  an  advanced  field  selected  by  the 
student.  Thus,  the  curriculum  calls  for  him  to  display  mastery  over  two  areas, 
each  on  an  intensive  basis,  one  in  general  administration  and  one  in  a  specialized 
field. 

This  means  administration  is  not  studied  "in  a  vacuum."  In  Business  Manage- 
ment, the  student  deals  regularly  with  specific  organizational  situations  as  well  as 
administrative  theories  and  principles.  By  also  having  an  elective  field  (which 
may  be  interdisciplinary) ,  he  adapts  the  curriculum  to  his  interests  and  objectives. 
He  shows  he  can  apply  his  knowledge  of  administration  to  a  specific  area  and 
he  graduates  with  subject  matter  competence  in  a  functional  or  applied  area  as 
well  as  in  the  general  field  of  administration.  He  acquires  basic  managerial  tools 
and  the  habit  of  thinking  like  an  executive.  He  has  learned  to  solve  problems  in 
a  variety  of  fields  and  his  ability  should  increase  as  broadened  and  tested  by 
experience. 

(1)  Course  Requirements:  Minimum  of  54  credits,  at  least  30  of  which  must 

be  in  courses  numbered  "500"  or  above  with  at  least  a  "B"  average,  and 
24  of  which  are  prerequisite  courses.  Prerequisites  are  waived  for  stu- 
dents who  have  satisfactorily  completed  them  in  previous  study  or  who 
pass  examinations. 

Business  Management:    10.756,  10.757  Seminars  in  Policy  Formu- 
lation and  Administration  (6);  10.758,  10.759  Seminars  in  Human 
Relations  in  Business  (6);*  10.556  Business  Budgeting  and  Execu- 
tive Control  (3). 
Elective  Field:    at  least    15  credits  in  courses  numbered  "500"  or 

above  and  generally  including  at  least  one  Seminar. 
Prerequisite  Courses:  10.400  Use  of  Accounting  Methods  (3); 
10.430  Analysis  of  Financial  Statements  (3);  69.400  Managerial 
Statistics  (3);  19.446  Introduction  to  Business  Economics  (3); 
10.466  Business  Finance  (3);  10.481  Principles  of  Production 
Management  (3);  10.491  Personnel  Management  (3);  11.401  Prin- 
ciples of  Marketing  (3). 

(2)  Written   Comprehensive  Examinations:     Business   Management   and 

one  selected  from: 

Accounting 

Administration  of  Research  and  Development 
Automatic  Data  Processing  Systems 
Banking  and  Financial  Institution  Management 
Business  Education 
Business-Government  Relations 
Business  Statistics 
Church  Business  Management 

Financial     Management     (including    Business     and    Corporation 
Finance) 
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Industrial  (including  Personnel)  Psychology 

Industrial  Relations  ,    a  ^  .    *-^^\ 

Institutional  Management   (including  Hospital'  Administration) 

Insurance,  Life 

Insurance,  Property  and  Casualty 

International  Business  . 

Investment  Analysis  (including  Investment  Banking) 

Managerial  Analysis  (formerly  Business  Economics) 

Marketing 

Operations  Research 

Personnel  Management  in  Business 

Production  Management 

Public  Relations 

Real  Estate 

Retailing  „  ,       »,  .a 

Sales   Promotion    (including   Advertising,   Sales   Management   and 

Marketing  Research) 
Taxation   (including  Estate  Planning) 
Transportation  (including  Traffic  Management) 
(3)    Thesis  or  Non-Thesis  Option:    Write  and  successfully  defend   at  an 
oral  examination  a  satisfactory  master's  thesis  *  or  qualify  by  appropriate 
Seminar  grades   (at  least  two  "B"  or  better  grades  in   10.756,   10.757, 
10  758    10.759)   for  the  non-thesis  option. 

Six  credits  of  appropriate  courses  with  at  least  '"B"  grades  may  be 
transferred  from  other  accredited  graduate  schools  toward  the  "500"  or 
above  courses.  The  two  Seminars  used  to  meet  the  non-thesis  option  must 
be  taken  in  residence. 

Note-  A  committee  of  the  School  and  the  University's  Washington  Col- 
lege of  Law  is  currently  developing  a  special  program  for  qualified  holders 
of  the  LL.B.  degree  from  the  University's  Law  School.  Such  students  receive 
advanced  standing  of  12  credits,  toward  the  30.  of  courses  at  the  500  level 
or  higher  and  will  select  as  the  elective  Comprehensive  Examination  field  an 
area  dealing  with  the  interrelation  of  Law  and  Business.  Holders  of  the 
LL  B  degree  from  other  law  schools  who  meet  M.B.A.  admission  require- 
ments may  transfer  6  credits  of  "B"  or  better  work  toward  the  30. 
Integrated  Bachelor's-Master's  Program:  Increasingly,  the  Master's 
degree  is  becoming  prerequisite  to  professional  positions  in  many  fields. 
To  facilitate  the  progress  of  superior  undergraduates,  the  School  provides 
them  an  integrated  course  of  study  beginning  with  the  junior  year  and  lead- 
ing to  the  degree  of  Master  of  Business  Administration.  A  student  enrolled 
in  this  program  may — 

a.  Tentatively  select  in  his  junior  year  his  elective  M.B.A.  Comprehensive 
Examination  Field  and  arrange  his  clectives  accordingly. 

b  Apply  toward  his  course  requirements  for  the  M.B.A.  any  credits  earned 
in  graduate  level  courses  taken  during  the  senior  year  in  excess  of  hours 
needed  and  not  used  to  meet  specific  course  requirements  for  the  Bachelor  s 

'^T'^Be  advanced  to  candidacy  for  the   M.B.A.  upon  entering  his  year  of 

graduate  study,  if  he  achieves  an  average  of  B  or  better  in  his  major  field. 

d    Be  in  a  position  to  include  a  broad  program  of  research  in  his  graduate 

study  and  to  complete  ail  of  the  work  for  the  degree  in  one  year. 

•  Students  electing  thesis  option  register  for  12.797  Master's  Thesis  Seminar  in  place 
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Besides  its  attractiveness  to  those  who  take  all  their  undergraduate  study 
at  The  American  University,  this  program  holds  special  interest  for  junior 
college  graduates,  since  it  is  possible  for  them  to  complete  both  the  Bachelor's 
and  Master's  degree  programs  in  three  years  of  study. 

Doctor  of  Philosophy  (ofTered  under  supervision  of  the  Graduate  School) 

The  Ph.D.  in  Business  Administralion  is  designed:  (/)  to  strengthen  and 
broaden  the  professional  ability  of  administrators,  particularly  in  business  organi- 
zations: and  (2)  to  prepare  mature  candidates  with  the  highest  standards  of 
research  and  scholarship  for  careers  as  professional  business  educators  and  as 
research  and  staff  specialists. 

The  growth  in  size  and  complexity  of  the  American  economy,  the  serious 
challenges  confronting  both  American  business  and  the  American  society  and 
the  need  to  face  new  and  unprecedented  problems  are  creating  steadily  increasing 
demands  for  executives  whose  depth  of  education  and  breadth  of  outlook  match 
their  expanding  tasks  and  responsibilities. 

The  Ph.D.  in  Business  Administration  requires  high  level  competence  in 
Business  Management  and  Managerial  Analysis  together  with  three  other  Com- 
prehensive Examination  Fields  elected  by  the  candidate.  It  stresses  the  develop- 
ment of  a  philosophy  of  administration  and  a  frame  of  reference  derived  from 
the  social  sciences  and  the  quantitative  approach,  within  which  administration  is 
understood  and  may  be  practiced.  The  curriculum,  while  building  on  the  M.B.A. 
foundation,  is  broader  and  deeper. 

The  holder  of  this  Ph.D.  in  Business  Administration  degree  should  have  a  restless, 
roving  mind,  continually  asking  "why,"  continually  seeking  to  determine  the 
principles  involved,  continually  reaching  conclusions  for  himself  on  a  carefully 
reasoned  basis,  continually  trying  to  budd  a  solid  foundation  for  an  integrating 
theory  of  business  administration.  He  must  be  able  to  separate  facts  from  opin- 
ions; he  must  be  aware  of  long-term  trends  and  how  they  serve  as  the  frame  of 
reference  for  current  developments;  and  he  must  be  able  to  face  and  explore  the 
unknown,  applying  the  principles  of  his  field  to  the  solution  of  new  problems.  He 
must  contribute  to  professional  leadership  in  a  world  characterized  by  a  constantly 
accelerating  rate  of  change. 

(1)  Course  Requirements:    Minimum  of  72  credits  in  graduate  courses  and 

seminars  (including  6  hours  of  Dissertation  Seminar)  with  a  better  than 
"B"  average.  Of  these  credits.  30  must  be  in  residence  (12  for  holders 
of  a  Master's  Degree  from  The  American  University). 

(2)  Comprehensive  Examination  Fields  and  Required  Courses 

Business  Management:  10.756,  10.757  Seminars  in  Policy  Formulation 
and  Administration  (6);  10.761  Seminar  in  Philosophy  of  Manage- 
ment (3);  10.556  Business  Budgeting  and  Executive  Control  (3); 
10.758,   10.759  Seminars  in  Human  Relations  in  Business  (6) 

Managerial  Analysis  (Business  Economics):  10.642  Managerial 
Analysis  (3);   10.742  Seminar  in  Managerial  Analysis  (3) 
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Dissertation  Seminar:    (6) 

Three  Elective  Fields:    Balance  of  required  credits  in  courses  numbered 
"500"  or  above,  generally  including  at  least  two  Seminars. 
{Note:    All  the  above  and  other  appropriate  courses  satisfactorily  com- 
pleted for  the  M.B.A.  may  be  applied  to  the  Ph.D.  requirements.) 

(3)  Additional   Requirements:     Meet   requirements   for  tools   of   research 

in  accounting  and  statistics  (unless  a  foreign  language  or  mathematics 
is  approved  partially  in  lieu  of  statistics)  and  satisfy  the  prerequisite 
requirements  of  the  M.B.A.  as  indicated  above. 

(4)  Written    Comprehensive    Examinations:     Examinations   in    Business 

Management,  Managerial  Analysis  (Business  Economics),  and  three 
additional  fields  of  the  student's  choice  (one  of  which  may  be  outside 
of  Business  Administration),  with  a  composite  rating  of  "Distinction" 
in  at  least  one  field. 

(5)  Research    Requirements:     Write   and   successfully   defend   at   an   oral 

examination  a  satisfactory  doctoral  dissertation. 

Note:  The  School  has  established  an  interdisciplinary  Committee  on 
Doctoral  Studies  to  advise  the  Assistant  Dean  in  charge  of  the  Ph.D.  Pro- 
gram. This  Committee  is  the  School's  counterpart  of  the  University-wide 
Committee  on  Graduate  Studies.  Members  serve  for  one  academic  year  so 
that  the  composition  may  be  flexible  and  reflect  the  growing  needs  and 
responsibilities  of  different  areas  of  the  School. 

Members  for  1961-62:  N.  G.  Photias,  Assistant  Dean,  Ph.D.  Program, 
Chairman;  M.  L.  Fair,  Professor  of  Transportation;  O.  S.  Johnson,  Professor 
of  Marketing;  and  H.  B.  Wess,  Professor  of  Business  Administration. 

Special  Programs 

Combined  Business-Law  Degrees  Programs 

Practicing  lawyers  and  law  schools  are  increasingly  recommending  business 
administration  and  accounting  as  desirable  backgrounds  or  supplements  for  legal 
studies.  The  lawyer  with  a  business  or  accounting  background  can  far  more 
readily  understand  the  problems  of  businessmen-clients,  is  far  better  qualified  to 
pursue  such  specialized  areas  as  corporation  or  tax  law,  and  is  in  a  better  position 
to  move  to  positions  of  managerial  responsibility. 

1.  Pre-Legal  Undergraduate  Major:  Under  the  combined  business-law 
degrees  program,  the  first  full  year  of  legal  studies  at  the  University's  Washington 
College  of  Law  or  its  equivalent  in  part-time  study,  serves  as  the  last  30  credits  of 
the  undergraduate  Business  .School  requirements.  The  superior  student  is  thus  able 
to  earn  both  the  Bachelor  of  Science  in  Business  Administration  degree  and  the 
LL.B.  degree  in  six  years  rather  than  in  the  traditional  seven  years  of  full-time 
study,  or  its  equivalent  in  part-time  study. 

A  minimum  of  96  credit  hours  (including  University,  School,  and  major  re- 
quirements) must  be  satisfactorily  completed  before  the  student  is  eligible  to  apply 
for  admission  to  the  Washington  College  of  Law.  He  should  check  with  the 
Admissions  Office  of  the  Law  School  for  current  information  since  he  must  meet 
the  requirements  prevailing  at  the  time  of  his  application.  Such  admission  is  not 
automatic  but  depends  upon  the  Washington  College  of  Law.  The  usual  under- 
graduate tuition  is  paid  during  the  first  year  of  Law  School. 
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2.  Graduate  Degrrees:  University  regulations  provide  that  work  beyond  the 
first  year  taken  at  accredited  law  schools  mav  be  given  graduate  credit  provided 
it  was  both  relevant  to  a  degree  program  and  of  "B"  grade  or  better.  Residence 
requirements  and  all  specific  course  requirements  must,  of  course,  be  met. 

As  indicated  above,  a  committee  of  the  School  of  Business  Administration  and 
the  Washington  College  of  Law  is  currently  developing  a  special  program  for  the 
School's  graduate  students  holding  LL.B.  degrees.  Comprehensive  Examination 
Fields  dealing  with  the  interrelation  of  Law  and  Business  are  being  proposed. 
Meanwhile,  the  already  authorized  field  of  Business-Government  Relations  is  avail- 
able and  may  be  elected  by  graduate  students  with  legal  backgrounds. 

Certificate  Programs 

The  School,  in  conjunction  with  the  University's  Division  of  General  and 
Special  Studies,  offers  four  special  non-degree  programs: 

1.  Executive  Certificate  Propram:  Designed  for  mature  men  and  women 
with  substantial  experience  at  executive  levels  who  have  not  had  the  opportunity 
to  earn  a  Bachelor's  degree  and  who  do  not  meet  the  requirements  for  direct  ad- 
mission to  the  M.B.A.  degree  program.  Admission,  based  on  individual  aoolica- 
tion  bv  letter  (accompanied  by  a  complete  resume  of  education  and  experience), 
is  highly  selective  and  confined  to  individuals  who:  (a)  are  at  least  35  years  of 
age;  (b)  have  a  minimum  of  five  years  of  experience  in  executive  capacities; 
(c)  are  recommended  by  the  heads  of  their  business  firm  or  government  agency 
or  commanding  officer,  if  in  the  military;  (d)  earn  satisfactory  scores  on  the 
Admission  Test  for  Graduate  Study  in  Business  of  the  Educational  Testing  Service 
(see  page  40);  and  (e)  have  experience  which  may  be  considered  the  professional 
equivalent  of  an  undergraduate  major  in  business  administration  and  which  indi- 
cates ability  to  complete  satisfactorily  advanced  study  in  business  administration. 

Executive  Certificates  will  be  awarded  in  the  areas  of  the  Master  of  Business 
Administration  Comprehensive  Examination  Fields  (see  page  30),  where  the 
applicant  completes  with  at  least  a  "B"  average  12  hours  in  the  M.B.A.  pre- 
requisite courses  (unless  waived  on  the  basis  of  examinations)  and  12  hours  in 
the  area  of  specialization.  An  applicant  mav  receive  more  than  one  Executive 
Certificate  by  completing  with  at  least  a  "B"  average  an  additional  6  hours  of 
prerequisite  courses  (unless  waived  by  examination)  and  12  hours  in  the  addi- 
tional area  of  specialization  for  each  Certificate  beyond  the  first.  (Where  pre- 
requisite courses  are  waived,  appropriate  advanced  courses  may  be  added  to  earn 
the  total  required  number  of  hours.  Up  to  six  hours  of  basic  courses  in  the  area 
of  specialization  when  prerequisite  to  registration  for  advanced  courses,  may  be 
substituted  for  M.B.A.  prerequisite  courses.)  The  minimum  residence  require- 
ment is  18  hours. 

2.  Certificate  in  Accounting:  Basically  for  students  who  already  hold  the 
Bachelor's  degree  in  a  field  other  than  accounting,  who  wish  to  become  profes- 
sional accountants,  and  who  desire  to  qualify  for  the  educational  requirements 
of  the  various  State  C.P.A.  Examinations.  Appropriate  courses  satisfactorily 
completed  in  the  undergraduate  program  or  in  previous  study  may  be  counted 
toward  the  requirements  of  the  Certificate,  subject  to  a  minimum  residence  re- 
quirement of  18  hours  at  The  American  University.  (Credits  taken  toward 
undergraduate  and/or  graduate  degrees  at  The  American  University  count  toward 
this  residence  requirement.)  Students  in  this  program  who  meet  admission  require- 
ments for  the  Master  of  Business  Administration  or  for  the  Ph.D.  in  Business 
Administration  programs  at  The  American  University  may  also  receive  advanced 
standing  for  appropriate  courses  satisfactorily  completed  in  this  program.  Such 
advanced  standing  would  meet  a  significant  portion  of  the  requirements  for  the 
M.B.A.  and  Ph.D.  degrees. 
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The  Certificate  in  Accounting  is  awarded  upon  completion,  with  at  least 
"C"  grades,  of  the  series  of  courses  in  Accounting,  Taxation^  and  Business  Law 
prescribed  by  the  Director  of  the  Accounting  Program  after  an  interview  with  the 
student.  The  specific  courses  prescribed  will  be  based  on  the  previous  education 
and  background  of  the  student  and  the  requirements  of  the  State  in  which  he 
plans  to  sit  for  the  C.P.A.  Examination.  In  all  cases,  however,  a  minimum  of 
36  hours  (including  transfer  credits)  will  be  required  for  the  Certificate. 

3.  Management  for  the  Military:  This  Certificate,  calling  for  satisfactory 
completion  of  39  credits  of  which  18  must  be  in  residence  at  The  American 
University,  seeks  to  provide  proficiency  in  the  basic  tools  of  business  and  public 
management  most  appropriate  for  administrative  problems  of  military  organiza- 
tion and  operation.  12  elective  credits  afford  considerable  flexibility  for  individual 
needs  and  objectives. 

Students  in  this  program  who  meet  admission  requirements  for  the  Master  of 
Business  Administration  or  Ph.D.  in  Business  Administration  Program  at  The 
American  University  may  also  receive  advanced  standing  for  appropriate  courses 
satisfactorily  completed  in  this  program.  Such  advanced  standing  would  meet  a 
significant  portion  of  the  requirements  for  the  M.B.A.  and  Ph.D.  degrees. 

4.  Credit  Union  Management:  With  the  cooperation  of  the  District  of 
Columbia  Credit  Union  League,  a  30  hour  program  of  Business  Administration 
and  related  courses  has  been  established.  This  is  designed  to  provide  a  basic 
educational  foundation  for  professional  competence  for  credit  union  officers  and 
staffs. 

While  the  above  are  non-degree  programs,  candidates  for  Certificates,  as  indi- 
cated previously,  can  transfer  all  credits  satisfactorily  completed  toward  degree 
programs  whose  admission  requirements  they  meet.  In  some  cases,  candidates 
work  concurrently  toward  both  degrees  and  certificates. 

Internships 

Because  effective  education  for  business  leadership  requires  experience  as  well 
as  academic  study,  the  School  encourages  full-time  students  with  better  than 
average  grades  to  participate  in  part-time  employment.  Regardless  of  future 
career  plans,  part-time  selling  experience  is  particularly  recommended.  As  a  step 
in  professional  growth,  the  student  is  expected  to  confront  a  prospective  buyer 
with  an  offer  of  goods  and  services,  to  create  a  market  situation  in  which  goods 
and  services  are  moved  for  profit. 

Leading  Washington  business  firms  provide  these  paid  work  internships; 
this  experience  enables  the  business  graduate  to  approach  prospective  employers 
with  a  combination  of  classroom  study  and  work  "know-how."  This  combination 
has  been  a  major  factor  in  making  possible  the  unusual  record  of  success  which 
the  School's  graduates  enjoy. 

Institutes 

The  .School  periodically  offers  specialized  professional  Institutes  in  various  fields. 
Designed  primarily  for  practicing  businessmen,  these  executive  development 
programs  are  planned  with  the  consultation  of  leading  practitioners  and,  gen- 
erally, the  appropriate  trade  and  professional  associations.  The  Institutes  are  part 
of  the  School's  program  of  "Continuing  Education"  and  offer  short,  intensive 
instruction  on  a  time  schedule  planned  to  permit  leave  from  regular  duties.  See 
Institutes  under  course  listings. 
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Centers 


Center  for  International  Business 

American  private  business  enterprise  has  a  great  and  growing  stake  in  the 
world  economy.  Business  leaders  face  an  urgent  need  to  strengthen  their  com- 
petence to  meet  their  new  opportunities  and  responsibilities  in  the  practice  of 
"international  business."  Recognizing  the  sharply  increasing  and  almost  desperate 
need  for  research  and  education  in  this  field,  the  School  has  established  a  Center 
for  International  Business. 

The  Center  is  developing  educational  programs  to  provide  the  necessary  back- 
ground for:  (1)  Americans  seeking  careers  at  home  and/or  abroad,  in  the  grow- 
ing number  of  firms  which  already  have  or  are  seeking  foreign  business  and  in 
the  areas  where  public  services  are  closely  associated  with  business  abroad;  and 
(2)  students  from  other  countries  seeking  proficiency  in  business  administration 
with  emphasis  on  educational  preparation  for  developing  business  operations  for 
foreign  or  domestic  firms  in  their  own  countries  and  for  their  governments. 
Advanced  programs  are  also  being  planned  for  those  already  engaged  in  inter- 
national business  who  wish  to  strengthen  their  background  and  increase  their 
competence  in  this  complex  area  of  business  activity. 

The  program  will  include  courses,  Institutes  and  research  on  the  accomplish- 
ments, methods  of  operations  and  problems  of  international  firms.  For  further 
information,  write  Assistant  Director,  Center  for  International  Business,  School 
of  Business  Administration,  The  American  University,  Washington  16,  D.  C. 


A  program  not  in  business  administration  and  therefore  not  part  of  the  curricu- 
lum of  the  School  of  Business  Administration  but  of  special  interest  to  business, 
is  the  Training  Program  for  International  Business  Executives.  This  non-credit 
program  is  designed  to  orient  businessmen  already  engaged  in  or  preparing  to 
serve  in  executive  capacities  in  overseas  posts.  Sponsored  by  the  Business  Council 
for  International  Understanding,  a  non-profit  organization  supported  solely  by 
U.S.  business  firms,  this  program  is  conducted  by  the  School  of  International 
Service  of  The  American  University. 

Five  sessions  of  one  month  each  are  given  each  year,  with  an  additional  two 
or  four  weeks  of  intensive  language  study  optional. 

Full  information  is  available  from:  Training  Program  for  International  Business 
Executives,  The  American  University,  Washington  16,  D.  C. 
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Center  for  Church  Business  Management 

In  response  to  requests  from  various  religious  groups.  The  American  University 
has  established  a  program  of  education  for  leadership  in  managing  the  business 
affairs  of  churches.  This  program,  sponsored  by  the  School  of  Business  Adminis- 
tration in  cooperation  with  the  Wesley  Theological  Seminary,  is  conducted  through 
an  administrative  unit  known  as  the  Center  for  Church  Business  Management. 

Believed  to  be  the  first  such  program  offered  by  a  Methodist  institution  of 
higher  education,  the  Center  for  Church  Business  Management  is  designed  for 
clergy  and  laity  who  wish  to  develop  further  competence  in  administering  church 
finances,  property,  staff  personnel,  and  public  relations.  Its  services  are  available 
to  men  and  women  of  all  religious  denominations. 

The  program  of  the  Center  for  Church  Business  Management  is  based  on  two 
major  premises:  First,  if  churches  are  to  carry  out  their  missions  effectively, 
their  business  affairs  must  be  managed  as  skillfully  as  those  of  business  organiza- 
tions. Second,  since  churches  are  service-producing  rather  than  profit-making, 
and  because  of  the  trustee  relationship  involved,  their  policies  in  raising  and 
expending  money  must  differ  in  many  respects  from  those  of  profit-making 
enterprises. 

Objectives  of  the  Center  will  be  pursued  through  (1)  credit  courses,  (2)  non- 
credit  institutes,  (3)  faculty-supervised  internships,  (4)  leadership  conferences, 
and  (5)  publication  services.  Church  Business  Management  may  be  elected  as 
a  comprehensive  examination  field  for  the  Master  of  Business  Administration 
degree,  or,  where  approved,  for  other  graduate  degrees.  The  University  will  issue 
a  special  Certificate  in  Church  Business  Management  to  those  who  meet  specified 
requirements. 

Further  information  may  be  obtained  from  the  Director  of  the  Center  for 
Church  Business  Management,  School  of  Business  Administration,  The  American 
University,  Washington  16,  D.  C. 


Washington   Conference  on   Business-Government  Relations 

in  Marketing 

This  Annual  Conference,  a  responsibility  of  the  Marketing  Faculty,  brings 
together  in  the  audience  and  on  the  rostrum  key  executives  from  business  and 
government  to  help  determine  jointly  the  responsibilities  of  the  public  and  private 
sectors  in  maximizing  the  contributions  of  marketing,  advertising  and  salesman- 
ship to  a  healthy  economy.  It  provides  a  non-political  forum  for  business  to  tell 
its  story;  for  business  executives  to  discuss  marketing  problems  with  government 
officials  and  to  acquaint  government  people  with  how  business  actually  operates; 
for  government  to  explore  with  business  its  concepts  of  regulation  and  its  appro- 
priate activities  in  marketing.  The  Conference  provides  a  common  meeting 
ground  for  free  and  constructive  discussion  and  analysis  to  help  our  marketing 
system  better  serve  not  only  the  special  interests  of  the  producer,  distributor  and 
consumer,  but  also  the  general  interest  of  all  the  people  and  of  the  nation. 

The  1962  Conference  will  be  held  on  March  29-30.  For  a  program  and  further 
details,  write  Director,  Washington  Conference  on  Business-Government  Relations 
in  Marketing,  The  American  University,  Washington   16,  D.  C. 
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Part-Time  Study 


For  almost  fifty  years.  The  American  University  has  offered  part-time  students 
the  opportunity  to  realize  the  rewards  of  continuous  learning.  Particularly  in 
business  administration,  practical  work  experience  and  education  supplement  and 
support  each  other.  Full-time  employment  can  be  made  an  educational  aid,  rather 
than  a  handicap,  by  serious  minded  students. 

Ambitious  men  and  women,  from  the  greater  Washington  metropolitan  area 
and  beyond,  are  enrolled  in  the  School's  classes  for  personal  and  professional 
advancement.  They  are  seeking  the  educational  background  in  business  adminis- 
tration which  will  help  them  meet  their  current  responsibilities  more  effectively 
and  will  prepare  them  for  advancement  to  greater  responsibilities. 

The  School's  part-time  student  body  includes  (or  has  included)  the  new  em- 
ployee, the  Director  of  Personnel,  and  the  corporation  President;  the  Second 
Lieutenant  and  the  General;  the  Ensign  and  the  Admiral;  the  newly  appointed 
Government  Management  Intern  and  the  "super-grade"  government  executive. 
A  growing  proportion  of  the  part-time  students  is  made  up  of  those  who  have 
already  successfully  completed  one  career  and  who  are  now  preparing  for  a 
second  one. 

All  of  the  School's  degree  programs  are  available  in  evening  session  (part-time 
students  may  also  attend  day  classes).  Part-time  students  may  apply  for  admission 
to  the  appropriate  degree  program  or  they  may  enroll  in  the  Division  of  General 
and  Special  Studies  as  non-degree  students. 


Summer  Sessions 


The  School  offers  a  number  of  courses  in  each  summer  session.  Many  full-time 
students  attend  this  third  session  as  a  "trimester"  which  enables  completion  of 
degrees  sooner  and  beginning  of  careers  earlier.  Part-time  students  find  the  oppor- 
tunity for  summer  study  particularly  valuable  for  reducing  the  time  needed  to 
earn  degrees.  An  increasing  number  of  students  from  other  Universities  are  also 
attending  in  order  to  have  the  benefit  of  study  in  the  nation's  capital  and  the 
selection  of  courses  from  the  School's  extensive  curriculum  which  are  not  avail- 
able to  them  in  their  own  Universities. 

Many  high  school,  college  and  university  teachers  of  Business  Administration 
are  working  for  advanced  degrees  during  Summer  sessions.  Currently,  it  is  not 
possible  to  complete  ail  requirements  for  the  M.B.A.  and  Ph.D.  through  summer 
study  only. 


OfF'Campus  Programs 


The  School  participates  extensively  in  the  Oflf-Campus  Programs  administered 
at  various  locations  by  the  Division  of  General  and  Special  Studies. 

Business  firms,  government  agencies,  military  establishments,  etc.,  interested 
in  having  an  OfT-Campus  Program  on  their  own  premises  should  communicate 
with  the  Assistant  Dean,  OfT-Campus  Programs,  Division  of  General  and  Special 
Studies,  or  if  interested  solely  in  business  administration  courses,  the  Assistant 
Dean,  School  of  Business  Administration. 

36 


Committee  on  Doctoral  Studies  evaluates  dissertation  proposal  of 

Ph.D.  candidate. 


Faculty  committee  discusses  curriculum. 


Admission 


Application  for  admission  to  the  School  of  Business  Administration  and  all 
required  supporting  credentials  should  be  submitted  to  the  Director  of  Admissions, 
The  American  University.  Washington   16,  D.  C. 

Application  for  admission  may  be  made  for  any  session — fall,  sprinfi  or  summer. 
Preferred  consideration  will  be  given  to  those  applications  received  by  April  1 
for  the  fall,  December  1  for  the  spring,  and  June  1  for  the  summer  from  students 
who  will  require  housing;  and  to  those  applications  received  by  August  1  for 
the  fall,  January  1  for  the  spring,  and  June  1  for  the  summer  from  commuting 
students. 

All  applicants,  full-time  and  part-time,  undergraduate  and  graduate,  must  sub- 
mit: (I)  the  appropriate  formal  application  for  admission,  (2)  a  personally 
executed  and  signed  Report  of  Medical  History,  (3)  a  recent  photograph  and 
(4)  a  non-refundable  application  fee  of  $15.00. 

In  addition,  it  is  the  applicant's  responsibility  to  request  that  official  transcripts 
of  ALL  previous  schooling  be  sent  directly  to  the  Office  of  Admissions.  A 
FRESHMAN  must  provide  the  official  secondary  school  transcript,  as  well  as 
the  Scholastic  Aptitude  Test  results  of  the  College  Entrance  Examination  Board. 
The  English  Achievement  Test  of  the  College  Entrance  Examination  Board  is 
also  recommended.  TRANSFERS  must  provide  official  transcripts  of  ALL  pre- 
vious college  work  and  an  oflRcial  secondary  school  transcript  as  well  if  less  than 
60  semester  hours  of  college  work  have  been  completed.  GRADUATE  DEGREE 
CANDIDATES  must  provide  official  transcripts  of  ALL  previous  college  work, 
undergraduate  and  graduate  (if  any). 

Official  transcripts  are  those  sent  directly  to  the  Office  of  Admissions  by  the 
appropriate  administrative  officer  of  the  other  institution  concerned.  Transcripts 
will  not  be  accepted  if  submitted  by  the  applicant. 

Freshman  Standing 

Graduates  of  secondary  schools  approved  by  the  Admissions  Office  who  have 
15  acceptable  units  (at  least  12  of  which  must  be  in  academic  or  college  prepara- 
tory courses)  with  a  minimum  grade  average  of  C,  and  who  rank  in  the  upper 
half  of  their  graduating  class,  may  be  considered  for  freshman  standing  in  the 
School. 

In  exceptional  cases  eligibility  for  admission  may  be  determined  on  the  basis  of 
standardized  tests  approved  by  the  Admissions  Office. 

Advanced  Standing 

Graduates  of  approved  junior  colleges  or  students  with  acceptable  records  in 
other  approved  colleges  and  universities  may  apply  for  transfer  admission  with 
advanced  standing.  Such  applicants  must  have  maintained  a  satisfactory  academic 
average  and  be  in  good  standing  at  the  institution  previously  attended.  Normally, 
credit  will  be  granted  for  courses  which  have  been  completed  with  a  minimum 
grade  of  "C"  or  its  equivalent  if  comparable  in  content  to  courses  offered  at 
The  American  University  and  appropriate  to  the  student's  program.  Junior  college 
graduates  may  transfer  a  maximum  of  63  semester  hours  credit. 

Students  with  advanced  standing  will  receive  with  their  admission,  specific 
information  from  the  Admissions  Office  as  to  the  number  of  credits  which  may 
be  considered  for  transfer  to  their  curricula.  They  then  should  see  the  Assistant 
to  the  Dean,  Undergraduate  Program,  for  evaluation  and  inclusion  on  an  official 
check-sheet. 
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Opportunities  for  Superior  Students 

Recognizing  that  students  enter  college  with  different  levels  of  ability  and  with 
varying  degrees  of  proficiency  in  the  fields  which  they  have  studied.  The  American 
University  has  developed  the  following  special  programs  for  Superior  Students. 

•  Early  Admission — "Admission  Without  Diploma" 

•  Waiver  Examinations — English  Composition,  Backgrounds  of  Civilization 

•  Advanced  Placement — Placement  in  advanced  rather  than  elementary  courses 

•  Advanced  Standing — College  credit  for  certain  courses  taken  in  high  school 

For  details,  consult  the  General  Information  Bulletin  and  the  Director  of  Ad- 
missions. 

Recommended  High  School  Background 

The  stronger  the  high  school  foundation,  the  better  the  student  is  able  to  use 
his  college  years  efficiently.  Further,  high  school  provides  the  opportunity  for 
exploring  some  of  the  areas  of  knowledge  which  will  not  be  part  of  undergraduate 
formal  classroom  study.  A  Business  Administration  undergraduate  degree  must 
combine  general  education  and  professional  education  within  the  same  four 
years  as  in  any  other  program.  This,  plus  the  steadily  increasing  expansion  of 
the  field  of  Business  Administration  (reflecting  the  growth  in  the  complexity  and 
in  the  professional  nature  of  business),  makes  necessary  a  large  proportion  of 
credits  in  required  courses. 

Therefore,  the  School  recommends  that  the  prospective  applicant  for  admission 
master  as  much  English,  History,  Social  Science  and  Public  Speaking  as  possible 
and  include  at  least  three  years  of  Mathematics  and  a  Foreign  Language  in  his 
high  school  program.  Extra-curricular  activity  in  debating,  writing  and  on  the 
business  staffs  of  publications  will  also  be  very  helpful. 

Size  of  Student  Body 

The  size  of  the  entering  full-time  freshman  class  in  fall  session  is  limited  to 
200.  This  is  felt  necessary  for  the  School  to  maintain  the  quality  of  its  educational 
programs  and  the  existing  close  faculty-student  relationships. 

Residence  Requirements 

A  minimum  of  30  hours  of  course  work  for  an  undergraduate  degree  must  be 
done  in  residence.  This  must  generally  include  the  last  30  hours  of  study,  but 
the  Assistant  to  the  Dean,  Undergraduate  Program,  may  waive  up  to  15  of  the 
last  30  provided  the  total  of  at  least  30  in  residence  is  met. 

Admission  to  Graduate  Status 

Admission  to  graduate  study  in  the  M.B.A.  program  is  open  to  students  who 
hold  bachelor's  degrees  from  regionally  accredited  undergraduate  colleges  and 
universities  and  whose  academic  performance,  professional  experience  and  per- 
sonal qualities  indicate  promise  of  success  in  this  program. 
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In  exceptional  cases,  applicants  who  do  not  meet  these  qualifications  may  be 
considered  for  admission  on  the  basis  of  superior  scores  on  the  Admission  Test 
for  Graduate  Study  in  Business  of  the  Educational  Testing  Service. 

Applicants  for  admission  to  the  Ph.D  in  Business  Administration  must  submit, 
in  addition  to  the  credentials  stated  on  page  38,  letters  of  recommendation  from 
two  of  their  former  professors.  Applicants  for  both  M.B.A.  and  Ph.D.  must  also 
earn  satisfactory  scores  on  the  Admission  Test  for  Graduate  Study  in  Business 
(applicants  for  the  Ph.D.  who  have  already  earned  such  scores  need  not  take  the 
Test  again).* 

The  Admission  Test  for  Graduate  Study  in  Business  is  offered  four  times  a 
year  in  various  locations,  including  The  American  Universitv.  Registration  for 
the  Test,  via  the  application  form,  should  be  received  by  the  Educational  Testing 
Service  no  later  than  two  weeks  before  the  date  of  the  Test  for  examinations  in 
the  U.S.  and  its  territories  or  Canada.  For  candidates  wishing  to  be  tested  in 
other  countries,  the  registration  deadline  is  one  month  before  the  Test. 

A  Bulletin  of  Information  for  Candidates  is  available  from  the  Educational 
Testing  Service,  20  Nassau  Street,  Princeton,  New  Jersev.  The  ATGSB  is  not 
designed  to  test  specific  knowledge  in  specialized  academic  subjects.  Normal 
undergraduate  training  should  provide  sufficient  general  knowledge  to  deal  ade- 
quately with  the  test  questions. 

Applicants  for  admission  to  the  Fall  session  should  take  the  Test  in  February. 
April  or  July  (February  or  April  preferably);  for  Spring  session  in  July  or  Novem- 
ber; and  for  Summer  session  in  February  or  April. 

The  1962  Test  will  be  given  at  The  American  University  on  February  1  and 
July  28. 

Admission  to  the  Ph.D.  in  Business  Administration  program  is  based  on  superior 
academic  performance  and  personal  qualities,  generally  including  previous  com- 
pletion of  a  Master's  degree.  Admission  to  studv  for  the  Doctor's  degree  is  a 
separate  step  from  admission  to  study  for  a  Master's  degree,  whether  the  Master's 
degree  has  been  obtained  from  The  American  University  or  elsewhere. 

Admission  to  graduate  study  does  not  imply  admission  to  candidacy  for  a 
degree  and  each  graduate  student  must  apply  for  advancement  to  candidacy  after 
the  completion  of  the  first  12-18  hours  of  approved  graduate  work. 

Aclmission  to  Division  of  General  and  Special  Studies 
(Non-degree  Division) 

A  student  who  does  not  plan  to  enroll  in  a  degree  program  may  apply  for 
enrollment  as  a  non-degree  student  in  courses  of  his  choice  for  which  he  has  the 
necessary  background  and  qualifications.  Admission  to  this  category  is  ordinarily 
limited  to  students  who  are  over  21  or  who  have  a  bachelor's  degree  from  an 
accredited  college  or  university  or  who  are  students  in  good  standing  at  another 
institution  which  approves  their  registration  at  The  American  University. 

A  student  who  later  establishes  his  eligibility  for  admission  to  a  degree  program 
may  use  a  limited  number  of  credits  earned  as  a  non-degree  student  (not  more 
than  30  hours  toward  an  undergraduate  degree  and  not  more  than  12  graduate 
hours  toward  a  graduate  degree)  to  meet  requirements,  provided  they  are  in 
courses  appropriate  to  the  degree  sought. 

*  In  unusual  circumstances,  applicants  who  are  unable  to  take  the  Test  before  regis- 
tration may  still  be  permitted  to  enroll.  If  previous  academic  performance  is  of  suffi- 
ciently high  quality,  they  may  be  admitted  to  the  degree  program  with  good  standing 
contingent  upon  earning  a  satisfactory  score  within  3  months  following  registration. 
Otherwise,  they  should  register  in  the  Division  of  General  and  Special  Studies  until  they 
can  present  a  satisfactory  score  as  part  of  their  credentials  in  applying  for  admission  to 
the  degree  program. 

40 


Non-degree  students  (except  auditors,  who  receive  no  credit)  must  participate 
in  all  class  activities  and  are  held  to  the  same  standards  of  academic  performance 
as  degree  students. 

Transfer  Credit  Status 

Students  who  wish  to  take  courses  offered  by  the  School  of  Business  Adminis- 
tration to  be  applied  toward  a  degree  at  another  college  or  university,  may  do  so 
by  presenting  a  statement  from  an  authorized  official  of  the  institution.  This 
statement  must  certify  that  the  student  is  in  good  standing  and  that  the  credits 
earned  at  The  American  University  will  be  accepted  on  transfer. 

Auditor 

Students  may  enroll  as  Auditors  for  courses  in  which  they  have  the  necessary 
background.   Such  students  will  receive  no  grade  or  credit  for  this  work. 

Admission  of  Students  from  Other  Countries 

Students  from  other  countries  must  satisfy  the  same  admission  requirements 
as  all  other  students.  Whether  applying  for  admission  as  degree  or  as  non-degree 
students,  they  must  have  official  transcripts  submitted  directly  to  the  Admissions 
Office  from  all  educational  institutions  previously  attended.  They  will  not  be 
permitted  to  register  as  degree  or  as  non-degree  students  until  they  have  achieved 
satisfactory  scores  in  the  English  proficiency  test  administered  by  the  Institute 
of  Modern  Languages,  1322  18th  Street,  N.W.,  Washington.  D.  C.  (to  which  they 
will  be  referred  by  the  Admissions  Office). 

The  School  may  also  require  them  to  take  additional  tests  to  establish  their 
eligibility  for  the  academic  programs  and  courses  in  which  they  wish  to  enroll. 
Additional  courses,  where  appropriate,  will  be  required  of  degree  candidates  to 
provide  a  stronger  foundation  for  the  successful  pursuit  of  their  academic  ob- 
jectives. 

Students  from  other  countries  should  be  certain  that  they  have  adequate  funds 
in  hand  before  they  come  to  the  United  States  for  study. 

Re-Admission 

A  full-time  student  not  in  attendance  for  one  or  more  sessions  who  wishes  to 
re-enter  the  University,  must  submit  to  the  Office  of  Admissions  an  application 
form  and  information  about  his  activities  during  the  period  of  interruption.  If  the 
student  has  attended  another  college  or  university,  he  must  request  that  an  official 
transcript  be  forwarded  directly  to  the  Office  of  Admissions.  The  application  fee 
is  not  paid  when  applying  for  re-admission. 


Scholarships  and  Loans 


University  Undergraduate  Scholarships 

The  American  University  annually  offers  between  40  and  50  scholarship  awards 
ranging  from  $200  to  $1,000  per  year  to  entering  full-time  freshman  students. 
The  recipients  of  these  awards  are  those  applicants  who,  in  the  opinion  of  the 
Committee  on  Undergraduate  .Scholarships,  show  the  greatest  promise  of  distin- 
guished academic  performance,  possess  outstanding  leadership  and  citizenship 
qualities,  and  present  evidence  of  financial  need.  (.See  the  General  Information 
Bulletin  for  further  information.) 
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Transfer  Student  Eligibility 

Transfer  students  are  not  eligible  for  scholarships  during  their  first  year  at 
the  University,  but  are  eligible  for  consideration  the  second  year  if  their  academic 
record  meets  required  standards. 

School   of  Business  Administration   Undergraduate  Scholarships 

Giant  Food   Stores  Scholarships 

Giant  Food  Stores,  Inc.  has  established  a  Scholarship-Internship  program  for 
full-time  male  students  majoring  in  business  administration  and  interested  in 
careers  in  food  retailing.  These  awards  for  senior  students  provide  for  educa- 
tional expenses  and  paid  internship  with  the  Giant  organization.  Special  brochures 
describing  the  program  may  be  obtained  from  the  Office  of  the  Director  of 
Admissions.  Applications  must  be  submitted  no  later  than  May  1st  of  the  junior 
year. 

Hecht  Company  Scholarships 

The  Hecht  Company  Foundation  has  established  two  four-year  scholarships, 
each  of  $500  per  year,  primarily  for  but  not  limited  to  children  of  Hecht  Com- 
pany employees  who  are  concentrating  in  Retailing. 

Morton  J.  Luchs  Scholarships 

Frank  J.  Luchs,  Executive  Vice-President  and  Treasurer  of  Shannon  &  Luchs, 
Realtors,  has  established  a  $700  a  year  scholarship  in  memory  of  his  father,  a 
pioneer  leader  in  Washington  real  estate.  Full-time  juniors,  seniors  or  graduate 
students  studying  real  estate  may  apply.  The  holder  may,  when  feasible,  also 
receive  the  opportunity  to  intern  part-time  during  fall  and  spring  and  full-time 
during  the  summer  at  Shannon  &  Luchs. 

Berens  Scholarship 

The  Employees  Activities  Committee  and  Management  of  the  Frederick  W. 
Berens  Company.  Realtors,  have  established  a  scholarship  of  $490  per  year  for 
a  full-time  undergraduate  or  graduate  student  specializing  in  Real  Estate.  Pro- 
vided a  position  is  available,  he  will  also  receive  the  opportunity  to  intern  full- 
time  during  the  summer  at  Berens.  Preference  is  given  to  children  of  Berens 
employees. 

Edward  J.  Kyle  Scholarships 

Each  fall,  Realty  Title  Insurance  Company  gives  in  honor  of  Mr.  Kyle — a 
leader  in  the  Washington  Real  Estate  Community — two  scholarships,  each  cov- 
ering tuition  for  one  Real  Estate  course,  to  the  two  outstanding  students  in 
11.577  Real  Estate  Practice  II.  In  spring,  two  similar  scholarships  are  given  to 
the  two  outstandmg  students  in  11.576  Real  Estate  Practice  I.  Full-time  and 
part-time,  undergraduate  and  graduate,  degree  and  non-degree  students  are  eligible, 

D.  C.  Institute  of  Certified  Public  Accountants  Scholarship 

The  D.  C.  Institute  of  CPA's  and  the  Women's  Auxiliary  each  year  provide  a 
scholarship  of  $200  for  the  outstanding  full-time  undergraduate  Accounting  major. 
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Woman's  Accounting  Society,  D.  C.  Chapter,  Scholarship 

The  D.  C.  Chapter  of  the  Woman's  Accounting  Society  each  year  provides  a 
scholarship  of  $100  for  the  outstanding  woman  Accounting  student,  graduate  or 
undergraduate,  full-time  or  part-time. 

Jacob  A.  Kamerow  Scholarship 

A  scholarship  of  $200  for  an  outstanding  student,  graduate  or  undergraduate, 
full-time  or  part-time,  has  been  established  in  memory  of  the  late  Jacob  A. 
Kamerow,  a  leader  in  insurance,  civic  and  religious  activities. 

Greller  Scholarship 

Nelson  P.  Greller  &  Associates,  Consulting  Management  Engineers,  provide 
each  year  a  scholarship  of  $50  for  the  outstanding  Production  Management  stu- 
dent, graduate  or  undergraduate,  full-time  or  part-time. 

University  Graduate  Fellowships  and  Scholarships 

To  qualify  for  consideration,  an  applicant  must:  (1)  have  at  least  a  '"B"  average 
in  previous  college  and  university  study;  (2)  be  admitted  as  a  full-time  degree 
student;  and  (3)  have  submitted  a  Scholarship  Application  and  supporting  recom- 
mendations to  the  Office  of  the  Graduate  Dean  no  later  than  March  1.  Ap- 
pointments are  ordinarily  announced  by  the  University  by  April  1. 

Graduate  Assistantships,  at  $2,000  plus  full  tuition — require  academic  duties 

for  15  to  20  hours  per  week. 
Teaching  Fellowships,  at  $1,800  plus  tuition  for  6  hours — require  teaching 

duties  and  6  hours  of  course  work. 
Massey  Foundation  Fellowships,  at  $1,000  to  $2,500 — primarily  for  Cana- 
dian citizens. 
Cokeshury  Awards,  at  $500  to  $2,500 — for  Methodists  who  are  U.S.  citizens 

choosing  a  career  in  college  teaching. 
Reynolds   Fellowships,    up   to    $2,000 — for   persons    training   for   missionary 

service. 
Gustavus  Swift  Fellowships,  at  $1,000  to  $3,500 — for  graduates  of  the  Garrett 

Biblical  Institute. 
Washington  Semester  Scholarships,  at  full  tuition  for  5  courses — open  only 

to  former  Washington  Semester  students. 
One  Collier  Alumni  Scholarship,  at  $800 — applicant  must  be  nominated  by 

an  alumnus. 
One  Zonta  Club  Fellowship,  at  $400  for  a  woman  preparing  for  a  career  in 

a  profession. 
Aiken  Fund  Scholarships,  at  varying  amounts — for  foreign  students. 
Hall  of  Nations  Scholarships,  at  half  tuition — for  foreign  students. 
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School  of  Business  Administration  Graduate  Fellowships  and 

Scholarships 

Rohert  V.  Fletcher  Fellowship  in  Transportation,  at  $2,000  plus  tuition 

for  four  courses  per  session — for  assisting  in  conduct  of  School's  Transportation 

Institutes  and  other  appropriate  duties. 
American  Security  &  Trust  Company  Fellowship  in  Finance,  at  $1,000 — 

for  master's  candidate,  also  possible  summer  or  post-degree  employment  with 

American  Security  &  Trust  Company,  Washington,  D.  C. 
Accounting  Fellowship,  at  $1,500  plus  tuition  for  four  courses  per  session — 

for  supervision  of  Accounting  Laboratories  and  other  appropriate  duties. 

Graduate  students  are  also  eligible  for  the  Luchs,  Berens,  Kyle,  Woman's 
Accounting  Society,  Kamerow  and  Greller  Scholarships  described  under  Under- 
graduate Scholarships. 

Resident  Counselorships 

Resident  Counselorships  providing  room  and  board  are  available  to  both  men 
and  women  graduate  students.  Application  should  be  made  to  the  Director  of 
Housing  in  the  Office  of  Student  Personnel  no  later  than  March  1. 

Loan  Programs 

For  information  as  to  University  Loans,  National  Defense  Education  Act  Loans 
and  the  Methodist  Student  Loan  Fund,  see  the  General  Information  Bulletin. 

In  addition,  to  meet  emergencies  which  cannot  be  handled  through  University 
Loan  Funds,  a  special  School  of  Business  Administration  Student  Aid  Fund  has 
been  established  in  honor  of  William  M.  and  Rehecca  Sachs. 
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Academic  Responsibilities 

Student  Responsibility 

The  University  Faculty  has  formally  adopted  the  following  statement  on  student 
responsibility: 

The  American  University  expects  that  each  student,  as  a  mature  member  of 
the  academic  community,  will  adhere  to  the  highest  standards  of  personal 
integrity  and  good  taste  in  his  conduct  and  in  his  relationships  with  others. 
The  maintenance  of  such  standards  is  a  condition  of  continued  enrollment 
as  a  student  of  the  University,  and  any  individual  whose  attitude  or  behavior 
suggests  that  he  is  not  constructively  committed  to  them  may  be  dismissed 
from  the  University  even  though  his  record  may  be  otherwise  satisfactory. 

Fulfillment  of  Academic  Requirements 

The  first  obligation  of  each  student  of  The  American  University  is  to  pursue 
conscientiously  the  academic  objective  which  he  has  set  for  himself  and  to  com- 
plete as  well  and  as  successfully  as  he  is  able  to,  the  academic  assignments  of 
courses  in  which  he  is  enrolled  in  order  to  further  the  attainment  of  his  objective. 

Professional  education  calls  for  long  hours  of  hard  work,  mastery  of  subject 
matter  and  ability  to  use  it  in  specific  situations;  disciplined,  inquiring  and 
observing  minds;  and  independent  research  and  analysis.  Studies  must  therefore 
receive  the  highest  priority  of  time  and  effort — they  represent  probably  the 
most  important  personal  and  professional  investment  the  student  can  make. 

Students  are  expected  to  supplement  class  work  by  doing  outside  reading, 
written  assignments  and  study.  The  volume  of  such  work  naturally  varies  from 
student  to  student  as  well  as  from  course  to  course.  Each  student  should,  there- 
fore, carefully  schedule  his  time  so  as  to  draw  maximum  profit  from  each  of  his 
courses  as  well  as  from  the  curriculum  as  an  integrated  whole.  To  pursue  a 
special  interest  or  ability  in  one  or  a  few  courses  at  the  cost  of  doing  only  mini- 
mum outside  work  in  others  will  reduce  the  benefits  of  a  carefully  coordinated 
program  and  weaken  the  student's  educational  foundation  and  career  preparation. 

Meeting  Degree  Requirements 

While  a  large  portion  of  total  faculty  time  is  devoted  to  assisting  the  student 
to  make  proper  program  and  career  choices,  the  function  of  counselors  is  to  help 
individuals  help  themselves.  Selection  of  a  major  and  choice  of  courses  are 
among  the  most  important  decisions  that  each  student  makes  during  his  university 
career  and  they  cannot  properly  be  delegated  to  anyone  else.  Thus,  EACH 
STUDENT  IS  HELD  RESPONSIBLE  FOR  THE  PLANNING  AND  PURSUIT 
OF  HIS  OWN  EDUCATIONAL  PROGRAM  AND  FOR  MEETING  DEGREE 
REQUIREMENTS.  It  is  his  responsibility  to  understand  fully,  and  to  comply 
with,  all  University  and  School  regulations. 

Absences 

The  obligation  of  students  is  to  attend  all  of  their  class  sessions.  Absences  must 
be  justified  to  instructors  with  the  student  still  responsible,  even  if  excused,  for 
making  up  and  mastering  work  he  missed. 

Veterans  and  other  students  studying  at  government  expense  are  subject  to 
the  loss  of  educational  benefits  for  excessive  absences. 
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Acatleniic  Dismissal 

Undergraduate  students  are  required  to  maintain  a  1.00  cumulative  index,  or 
a  C  average. 

An  evaluation  is  made  of  each  student's  academic  record  at  the  end  of  each 
year  of  full-time  study  (freshman,  sophomore,  junior),  or  its  equivalent  in  the 
case  of  part-time  study.  Those  who  do  not  at  any  time  meet  the  minimum  grade 
requirements  may  be  dismissed. 

M.B.A.  students  must  maintain  a  minimum  2.00  cumulative  index,  or  a  B 
average.  Those  who  complete  18  credit  hours  of  graduate  course  work  without  the 
required  index,  or  who  drop  below  at  any  time  thereafter,  may  be  dismissed.  The 
requirement  for  Ph.D.  students  is  a  better  than  B  average. 

Academic  Probation 

A  freshman  who  fails  to  achieve  a  1.00  index,  or  C  average,  during  his  first 
two  semesters  (24-30  credit  hours),  but  whose  cumulative  index  is  .750  or  above, 
mav  be  placed  on  academic  probation  for  his  second  year  at  the  discretion  of  the 
Assistant  to  the  Dean,  Undergraduate  Program. 


Honors 


Dean''8  Honor  List 

Full-time  undergraduates  earn  a  place  on  the  Dean's  Honor  List  for  each 
session  in  which  they  earn  an  average  of  2.5  (B+)   or  better. 

Honors  Awards 

Each  year,  the  University  conducts  an  Honors  Convocation  where  faculty  and 
students  join  to  honor  those  students  who  are  being  recognized  for  excellence  in 
studies  and  in  campus  activities. 

The  President  of  the  University  generally  presides  and  presents  the  following 
University  Awards: 

Faculty  Women's  Clul) — to  the   Senior  woman  who  has  made  outstanding 

contribution  to  the  life  of  the  University 
C.  C.  Cover  Award — to  the  Senior  who  combines  citizenship  and   business 

leadership 
Fletcher  Scholar — to  the  Senior  recognized   for  integrity  and  selflessness  in 

citizenship 
Bruce  Hughes  Award — to  the  Senior  outstanding  for  meritorious  service  to 

the  University  Community 
Kinsman-Hurst    Achievement   Award — to    the    Senior    who   has   made   the 

largest  contribution  to  University  life  over  a  four-year  period. 


The  School  of  Business  Administration  makes  the  following  Awards   at  this 

Honors  Convocation: 

Harold  B.  Wess  Award — to  the  graduate  student  with  the  outstanding  per- 
formance in  the  Seminars  in  Policy  Formulation  and  Administration 

Harold  B.  Wess  Award — to  the  graduate  student  with  the  outstanding  per- 
formance in  the  Seminars  in  Human  Relations  in  Business 

Joseph  I.  Jolles  Memorial  Award — to  the  student  who  makes  the  outstand- 
ing contribution  to  the  School's  Real  Estate  Program 

C.  C.  Glover  S.A.M.  Leadership  Award — to  the  President  of  The  American 
University  student  chapter  of  the  Society  for  Advancement  of  Management 

46 


Wall  St.  Journal  Student  Achievement  Award — to  the  outstanding  Finance 
student 

D.  C.  Institute  of  Certified  Public  Accountants  Award — to  the  student 
receiving  the  scholarship  awarded  by  this  organization 

D.  C.  Chapter,  Woman's  Accounting  Society  Award — to  the  student 
receiving  the  scholarship  awarded  by  this  organization 

Ernest  Connolly  Memorial  Award,  Washington  Personnel  Association — to 
the  outstanding  student  in  Personnel  Management 

Marketing  Student  of  the  Year  Award — to  the  senior  outstanding  in  scholar- 
ship and  service  to  the  Marketing  Program. 

In  addition,  at  the  annual  Commencement,  the  Harold  B.  Wess  Undergradu- 
ate Award  is  made  to  the  graduating  senior  in  the  School  of  Business  Adminis- 
tration with  the  highest  overall  academic  average. 

Honors  Study 

The  School  is  currently  developing  an  Honors  Program  for  the  Junior  and 
Senior  Years  for  superior  undergraduates. 

Honor  Society 

The  American  University  Honor  Society  was  established  to  recognize,  on  an 
all-University  basis,  excellence  in  scholarship.  Each  year,  it  elects  to  membership 
a  small  number  of  graduate  and  undergraduate  students  and  faculty. 

Student  Services 

Counseling 

Counseling  is  one  of  the  important  relationships  through  which  students  and 
faculty  work  together  in  achievement  of  educational  goals.  This  function  receives 
close  attention  in  the  work  of  the  University  and  the  School  of  Business  Admin- 
istration. 

Personal  and  Social  Counseling.  The  Dean  and  Associate  Dean  of 
Students.  Residence  Counselors  and  organizational  advisors,  coordinate  their  work 
through  the  Office  of  Student  Personnel.  Their  basic  concern  is  to  assist  with 
personal  and  social  adjustment  and  to  help  the  student  derive  educational  value 
from  his  extra-curricular  activities.  The  Office  of  Student  Personnel  is  the  center 
to  which  students  may  turn  with  questions  which  are  non-academic  in  character. 

Freshman  Counseling.  The  Associate  Dean  in  the  College  of  Arts  and 
Sciences  works  with  the  Assistant  to  the  Dean,  Undergraduate  Program  in  the 
administration  of  the  freshman  counseling  system.  Incoming  freshmen  are  as- 
signed in  small  numbers  to  specific  faculty  members  for  guidance  in  their  academic 
programs. 

Major  Counseling.  Students  are  assigned  permanent  advisors  in  accordance 
with  their  choice  of  majors.  Undergraduates  undecided  as  to  a  major  select 
General  Business.  In  addition  to  his  assigned  advisor,  any  student  may  seek 
advice  concerning  any  area  where  he  is  contemplating  or  currently  taking  work 
from  any  member  of  the  faculty  specializing  in  that  field. 

Foreign  Student  Advisor.  The  Foreign  Student  Advisor  maintains  an 
office  both  on  the  Campus  and  at  the  Downtown  Center.  He  assists  foreign 
students  with  their  special  problems  and  represents  their  interests  in  the  program 
of  the  University. 
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Placonient  and  Vocational  Guidance  Center 

The  University  maintains  a  Placement  and  Vocational  Guidance  Center  which 
has  a  twofold  purpose:  to  assist  students  to  determine  their  fields  of  individual 
competence,  vocationally  and  professionally,  and  to  help  both  students  and  alumni 
with  job  placement.  Those  interested  in  these  services  are  urged  to  register  at 
the  Center. 

Another  important  function  of  this  office  is  to  assist  students  presently  enrolled 
in  the  University  in  finding  part-time  employment  on  the  campus  or  in  the 
Washington  area.    Many  students  earn  part  of  their  college  expenses  this  way. 

Full-time  students  are  encouraged  to  work,  particularly  for  the  benefits  that 
work  experience  provides  for  future  careers  in  business.  However,  students  must 
have  better  than  minimum  academic  averages  and  must  always  remember  that 
studies  must  receive  first  priority.  The  University  limits  the  full-time  student  to 
a  maximum  of  20  hours  per  week  of  part-time  employment. 

Inquiries  about  employment  should  be  addressed  to  the  Director  of  Placement 
and  Vocational  Guidance,  Office  of  Student  Personnel.  The  American  University, 
Washington  16,  D.  C. 

Office  of  Guidance  and  Counseling 

The  Office  of  Guidance  and  Counseling  administers  the  University's  testing 
program,  conducts  studies  of  students'  academic  performances  and  counsels 
students  individually  and  in  groups  on  educational  and  vocational  problems. 

It  works  closely  with  administration  and  faculty  towards  the  common  goal  of 
helping  each  individual  student  derive  the  optimum  benefit  from  his  higher 
educational  experience. 

Freshmen  Orientation 

During  Orientation  Week,  scholastic  aptitude  and  waiver  examinations  are 
administered  to  freshmen.  During  the  school  year,  students  meet  in  small  groups 
and  discuss  their  test  results  as  an  aid  in  better  self-evaluation  for  course  and 
career  planning. 

Academic  Testing  and  Guidance 

Underachievers  Program.  During  the  school  year,  small  groups  of  students 
whose  scholastic  aptitude  is  above  average  but  who  fail  to  meet  University  aca- 
demic standards,  meet  and  discuss  their  problems  and  ways  of  improving  academic 
performances. 

General  Counseling.  Any  student  with  problems  which  affect  his  academic 
performance  may  seek  counseling  and  guidance. 

Study  Skills  Program.  Students  may  volunteer  to  meet  for  four  sessions 
in  small  groups  to  improve  study  habits  and  skills. 
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Vocational  Testing  and  Guidance 

General  Program.  Individual  students  may  seek  assistance  in  clarifying 
vocational  goals  by  guidance  and  testing  involving  interests,  values,  aptitude  and 
achievements.  Results  are  analyzed  with  the  student  to  assist  in  tailoring  his 
vocational  choice  to  suit  his  over-all  needs  and  abilities. 

Senior  Students.  Interviews  and  tests  primarily  geared  to  assist  the  senior 
in  helping  him  answer  the  question:  What  shall  I  do  after  graduation?  are  part 
of  a  program  initiated  to  help  the  student  on  the  threshold  of  graduation.  The 
office  works  closely  with  the  Placement  Center  in  the  use  of  its  job  information. 

Other  Student  Services 

For  information  on  Health  Services,  Student  Accident  Insurance,  Dining 
Facilities,  Residence  Facilities,  Library  Resources  and  other  services,  see  the 
General  Information  Bulletin. 


Society  for  the  Advancement  of  Management: 
Bcience  of  Management.^ 


to  encourage  the 
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Student  Activities 


Along  with  academic  work  the  student  is  offered  a  wide  range  of  extra-curricular 
activities  and  organizations.  This  important  part  of  student  life  is  directed  toward 
the  educational  objectives  of  the  University  through  the  guidance  of  the  Office 
of  Student  Personnel.  The  extra-curricular  program  serves  to  enrich  the  student's 
experience — developing  qualities  of  leadership  and  responsibility,  strengthening 
the  ability  to  work  with  others  and  encouraging  the  growth  of  lasting  friendships. 

The  Student  Association 

The  Student  Association  is  an  organization  of  all  full-time  undergraduates 
enrolled  in  the  Universitv.  Part-time  students  may  also  become  members  by 
paying  an  activity  fee  in  addition  to  the  regular  tuition.  The  Association  annually 
elects  officers  and  through  the  College  Council,  an  elected  executive  body,  co- 
ordinates the  activities  of  the  many  religious,  social,  academic  and  honorary 
organizations. 

A  student  is  required  to  maintain  a  minimum  cumulative  C  grade  average  to 
be  a  candidate  for  a  major  office  in  the  Student  Association. 

Society  for  .Advancement  of  Management 

Most  full-time  business  students  participate  in  the  student  chapter  of  the 
Societv  for  Advancement  of  Nfanagement.  Programs  include  round-table  dis- 
cussions, field  trips,  talks  bv  business  leaders,  and  dinner  meetings  with  the 
Washington  Senior  Chapter.  Members  are  eligible  to  receive  subscriptions  to  the 
monthly  professional  publication.  Advanced  Management,  and  to  participate  in 
S.A.M.  social  events.  They  also  assist  in  the  preparation  of  the  S.A.M.  News 
Letter. 

The  Chapter,  which  concentrates  its  programs  in  the  area  of  management  and 
administration,  has  two  active  sub-committees:  the  Investment  Committee  which 
manages  an  actual  portfolio  of  securities  (title  to  which  is  vested  in  the  Chapter) 
and  the  Advertising  and  Public  Relations  Committee. 

Student  Marketing  Club 

A  Student  Marketing  Club,  affiliated  with  the  American  Marketing  Association, 
affords  marketing  majors  and  others  interested  in  this  vital  area  of  business  oppor- 
tunities to  work  closelv  with  the  Marketing  Faculty  and  to  engage  in  various 
projects  to  strengthen  their  knowledge  and  experience  in  marketing. 

Pi  Sigma  Epsilon 

Pi  Sigma  Epsilon  is  a  national  professional  Fraternity  with  membership  com- 
posed of  three  cooperating  groups:  marketing  and  selling  educators.  Sales  Execu- 
tives Clubs  and  College  and  University  students.  Its  goals  are  to  create  a  collegiate 
brotherhood  of  men  interested  in  advancement  of  the  nation's  marketing  and 
sales  effort  as  a  professional  career;  to  promote  by  study  and  discussion  improved 
methods  and  attitudes  toward  marketing  and  sales;  to  encourage  College  and 
University  programs  preparing  men  for  careers  in  the  marketing  professions;  and 
to  instill  in  its  members  the  highest  professional  and  ethical  standards. 
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Rho  Epsilon 

The  American  University  Chapter  of  Rho  Epsilon.  the  national  Real  Estate 
Fraternity,  includes  students,  alumni,  faculty  and  distinguished  real  estate  execu- 
tives.   It  has  an  active  program  of  professional  and  social  events. 

Other  Business  Clubs 

Students  and  faculty  are  currently  exploring  the  establishment  of  Accounting, 
Finance  and  Pre-Law  Clubs. 

Other  Campus  Organizations 

There  are  also  a  number  of  departmental,  honorary,  religious,  social,  political 
and  athletic  organizations  as  well  as  five  sororities,  five  social  fraternities  and  a 
number  of  professional  fraternities.  Further  information  on  them  will  be  found 
in  the  General  Information  Bulletin. 

Activity  in  the  Forensic  Society  is  particularly  recommended  to  Business 
Students  because  of  the  value  of  debating  experience  in  developing  skill  at  oral 
communication  and  persuasiveness.  Business  students  are  also  encouraged  to 
serve  in  the  "business"  side  of  student  activities,  particularly  those  of  student 
publications  and  WAMU,  the  Campus  radio  station. 

Area  Professional  Associations 

Many  national  professional  and  business  associations  have  Washington  area 
chapters.  Students  are  welcome  to  attend  their  meetings  and  participate  in  other 
program  activities.  Washington  is  also  the  scene  of  numerous  conventions  whose 
programs  are  of  great  educational  value  to  business  students  who  are  regularly 
invited  to  be  present. 

Student  Leadership  Training  Program 

The  purpose  of  this  program,  offered  through  the  Office  of  Student  Personnel, 
is  two-fold:  one  is  to  provide  an  opportunity  for  students  to  discuss  the  practical 
problems  of  leadership  as  they  relate  to  groups  in  which  they  hold  membership; 
the  other  is  to  develop  an  educational  program  which  includes  an  understanding 
of  the  philosophy  of  leadership  as  well  as  the  development  of  specific  skills  in 
leadership  techniques. 
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The  School  hopes  that  each  student  will  participate  in  the  extra-curricular  pro- 
gram during  his  college  career,  to  the  extent  practical  in  terms  of  his  time  and 
ability  and  with  his  understanding  that  the  highest  priority  must  always  be  given 
to  his  studies  and  his  academic  objectives  and  responsibilities. 

Business  School  Club 

When  the  School  of  Business  Administration  was  established  in  April,  1955,  a 
group  of  seniors  decided  to  form  the  A.U.  Business  School  Club.  They  joined 
with  graduate  students  and  alumni  of  the  business  programs  to  support  in  every 
way  possible  the  growth  and  advancement  of  the  new  School.  Meetings  were  held 
monthly  in  Washington. 

The  Business  School  Club  functions  as  both  a  part  of  and  a  supplement  to 
the  University  Alumni  Association.  It  seeks  to  build  alumni  loyalty  and  support 
through  recognition  of  the  particular  and  specialized  interests  of  those  who  have 
studied  in  the  Business  Administration  programs.  Its  members  are  encouraged  to 
participate  in  all  alumni  activities. 
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Courses  of  Instruction 


Courses  described  in  this  catalog  are  those  authorized  as  of  the  date  of  publi- 
cation for  the  School  of  Business  Administration.  See  the  individual  Session 
Bulletin  for  the  specific  courses  which  are  to  be  offered  in  that  Session. 

The  number  to  the  left  of  the  decimal  point  indicates  the  area  of  the  School 
or  University  department  in  which  the  course  is  offered. 

The  series  of  three  numbers  to  the  right  of  the  decimal  point  identifies  the 
level  of  each  course.  Courses  numbered  .001 -.099  carry  no  credit.  Courses  num- 
bered .100-. 499  are  for  undergraduate  students.  Courses  numbered  .500-. 599  are 
for  graduate  and  advanced  undergraduate  students  only.  Courses  numbered  .600- 
.799  are  for  graduate  students  only.  Hours  of  academic  credit  earned  by  satis- 
factory completion  of  each  course  are  indicated  by  the  arabic  number  in  paren- 
theses following  each  course  title. 

Both  undergraduate  and  graduate  courses  are  available  to  part-time  as  well  as 
full-time  students.  Day  classes  ordinarily  meet  two  days  a  week  for  75  minutes 
a  meeting.  Evening  classes  normally  meet  one  evening  a  week  for  a  16-week 
session.  For  detailed  listing  of  class  hours,  consult  Session  Bulletins  published 
three  times  yearly  by  the  University.  For  course  descriptions  of  courses  offered 
by  other  Schools  of  the  University,  consult  the  appropriate  catalog. 

BASIC,  GENERAL  COURSES 

10.101  INTRODUCTION  TO  THE  STUDY  OF  BUSINESS  (2)  Introduction  to  na- 
ture, philosophy,  objectives,  scope  of  American  business  system.  Methodologi- 
cal approaches.  Creative  nature  of  business;  role  in  American  society.  Inter- 
relationships of  functional  areas. 

10.201  BUSINESS  LAW  I  (3)  Legal  concepts  and  functions.  Federal,  state  court 
systems.  Legal  phraseology;  elementary  legal  bibliography.  Elements  of  law  of 
contracts  and  agency  useful  to  business  executives. 

10.302  BUSINESS  LAW  II  (3)  Functions,  form,  content  of  commercial  paper.  Uni- 
form Negotiable  Instruments  Act.  Elementary  law  of  partnerships,  corpora- 
tions, trusts.    Prerequisite.  10.201. 

10.303  BUSINESS  LAW  III  (3)  Principles  of  bailments.  Law  of  sales  and  sales 
contracts.  Elements  of  law  of  personal  and  real  property.  Terminology  in- 
volved in  transfers  of  real  property.    Prerequisite,  10.201. 

10.401  BUSINESS  CORRESPONDENCE  (3)  How  to  make  letters  effective  tools 
for  public  relations,  sales  promotion,  advertising.  Students  write  and  analyze 
letters.    Prerequisite,  previous  courses  in  composition  and  business. 

10.402  BUSINESS  RESEARCH  AND  REPORTS  (3)  Research  techniques.  Sources 
of  information,  research  tools,  analysis  and  organization  of  data,  writing  reports. 

10.403  BUSINESS  POLICY  (3)  Integration  of  principles  and  concepts  previously 
studied  in  individual  courses.  Analysis,  definition,  proposed  resolution  of  busi- 
ness problems  from  managerial  viewpoint.  Case  problem  method,  seminar 
approach.    Prerequisite,  senior  standing. 

10.501  LITERATURE  OF  BUSINESS  ADMINISTRATION  (3)  Reading  and  anal- 
ysis of  major  contributions  to  philosophy,  methodology,  understanding  of  man- 
agement, human  relations,  and  other  basic  areas.  Group  analysis,  seminar  type 
discussion.    Prerequisite,  permission  of  instructor. 

29.553  HISTORY  OF  AMERICAN  BUSINESS  LEADERSHIP  (3)  The  business 
heritage:  studies  in  American  business  history  for  students  with  strong  back- 
grounds in  business  administration,  economics,  or  American  history. 
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ACCOUNTING 

Basic  Courses 

10.211  INTRODUCTORY  ACCOUNTING  I*  (3)  Scope,  purpose  of  accounting. 
Basic  principles,  procedures.  Elementary  techniques  from  original  recording  of 
transactions  through  preparation  of  financial  statements. 

10.212  INTRODUCTORY  ACCOUNTING  II*  (3)  Second  half  of  first  year  prin- 
ciples course.  Introduction  to  accounting  for  corporations  and  principal  bal- 
ance sheet  accounts,  such  as  inventories,  fixed  assets.  Prerequisite,  10.211. 

10.311  INTERMEDIATE  ACCOUNTING  I*  (3)  First  half  of  second  year  prin- 
ciples. Review  of  fundamentals;  statement  presentation;  comprehensive  cover- 
age of  Asset  and  Liability  accounts.  Prerequisite,  10.212  or  for  graduate  stu- 
dents, 10.400. 

10.312  INTERMEDIATE  ACCOUNTING  II*  (3)  Corporation  accounting;  account- 
ing concepts  and  principles;  financial  statement  analysis  with  emphasis  on 
operating  results,  working  capital,  etc.;  application  of  funds  and  cash  flow 
statements;  preparing  statements  from  incomplete  data.  Prerequisite,  10.311 
or  permission. 

10.400  USE  OF  ACCOUNTING  METHODS  (3)  For  non-specialists.  First  year  ac- 
counting in  one  semester  by  concentrating  on  uses  of  accounting  as  a  tool  of 
management  in  business  or  government,  financial  analysis,  business  or  eco- 
nomic research.  Required  of  candidates  for  M.B.A.  or  Ph.D.  degree  who  have 
not  previously  completed  first  year  accounting. 

10.411  COST  ACCOUNTING  I  (3)  Cost  accounting  for  manufacturing  control. 
Job  order,  process  cost  systems;  flexible  budgets;  joint,  by-product  costs;  break- 
even point;  differential  cost,  other  cost  concepts.  Prerequisite,  12  hours  of 
accounting  or  permission. 

10.421  AUDITING  I  (3)  Procedures  used  to  verify  accounts  and  financial  state- 
ments. Students  prepare  audit  working  papers  of  an  extended  audit  problem 
up  to  the  auditor's  report.    Prerequisite,  18  hours  of  accounting  or  permission. 

10.511  CONSOLIDATED  FINANCIAL  STATEMENTS  (3)  Third  year  principles 
course.  Preparation  of  consolidated  financial  statements.  Branch  accounting; 
consolidations  and  mergers;  foreign  exchange.  Prerequisite,  12  hours  of  ac- 
counting or  permission. 

10.312  COST  ACCOUNTING  II  (3)  Principles  of  industrial  standard  cost  accounting 
and  related  systems  which  utilize  predetermined  rather  than  historical  cost. 
Techniques  of  accumulating  and  recording  data  for  cost  control.  Prerequisite, 
10.411. 

10.522  AUDITING  II:  PROFESSIONAL  PRACTICE  (3)  Preparation  of  the  audi- 
tor's report.  Auditing  procedures,  practices  and  reports  of  the  professional 
public  accountant,  includine  the  professional  and  ethical  standards  of  public 
practice.    Prerequisite,  10.421. 

10.533  TAXATION  III  (3)  Tax  practice  and  procedure.  How  to  find  facts  and 
develop  law.  Practice  before  all  Internal  Revenue  offices;  protesting  agents' 
reports;  claims  for  refund.  Tax  Court  procedure.  Federal  Court  procedure. 
Prerequisite  10.531  and  10.532  (the  latter  may  he  taken  currently  with  this 
course). 

10.534  SYSTEM  DESIGN  AND  INSTALLATION  I  (3)  Techniques  of  analyzing, 
designing  systems  for  efi'cctivc  managerial  control.  Adapting  accounting  pro- 
cedures to  organizations  of  various  types,  sizes.  Demonstrations  of  important 
machine  methods.    Prerequisite,   10.411  and  10.421. 


•  Accounting  laboratories,  directed  by  laboratory  supervisors,  assist  students  to  apply 
classroom  instruction  to  solution  of  practical  accounting  problems.  Each  class  requiring 
laboratory  has  its  separate  laboratory  section  meeting  weekly  for  approximately  two- 
thirds  classroom  time. 
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10.540  SYSTEM  DESIGN  AND  INSTALLATION  II  (3)  Integration  of  accounting 
systems  and  modern  machines.  Impact  of  electronic  data  processing  on  func- 
tions, responsibilities  of  accoimtant.  Effects  on  accounting  controls,  managerial 
decisions.    Accounting  safeguards.    Field  trips.    Prcrcqui.\ile,  10.534. 

10.537  ADVANCED  ACCOl'NTINC;  PROBLEMS  I  (3)  Review,  hy  readings  and 
lectures,  of  subjects  covered  in  the  uniform  C.F^.A.  Examination.  Prerequisite, 
III  least  24  hours  of  aecountin^  or  permission. 

10.538  ADVANCED  ACCOUNTING;  PROBLEMS  II  (3)  Review,  by  practice  in  solu- 
tion of  problems,  primarily  for  accounting  practice  section  of  the  uniform 
C.P.A.  Examination.  Prerequisite,  at  least  24  hours  of  accounting  or  permis- 
sion. 

10.711  SEMINAR  IN  ACCOUNTING  THEORY  (3)  Analysis  of  current  accounting 
problems.  Review  of  current  literature.  For  M.B.A.  and  Ph.D.  candidates 
taking  Accounting  Comprehensive  Examination.    By  permission. 

10.712  SEMINAR  IN  INTERNAL  AUDITING  (3)  Philo.sophy,  purpose,  functions. 
Exposure  to  actual  problems  encountered  in  internal  audits.  Position  of  internal 
auditor  in  organization.  Reports.  Relationship  to  increased  operating  efficiency, 
top-level  policy  formulation.  Prerequisite,  courses  in  (uulitint;.  cost  accounting, 
business. 

Courses  Also  of  Particular  Interest  to  Non-Accounting  Majors 

10.430  ANALYSIS  OF  FINANCIAL  STATEMENTS  (3)  Financial  statements  as 
working  guides  to  present  and  future  business  decisions,  to  measurement  of 
current  performance  and  as  planning  tools.  Varying  viewpoints  of  internal 
management,  creditors,  investors.  Requireil  of  M.B.A.  or  Ph.D.  candidates 
who  have  not  previously  completed  first  yeiu-  accounting.  Prereqiusite,  10.212 
or  10.400,  10.466. 

10.531  TAXATION  I  (3)  Economics  of  taxation.  Survey  of  U.  S.  tax  system  with 
emphasis  on  federal  income  taxes  pertaining  to  individuals  and  partnerships, 
social  security  taxes,  excises.  State,  local  taxes.  Class  preparation  of  returns 
and  forms.    Prerequisite,  10.212  or  10.400. 

10.532  TAXATION  II  (3)  Specially  designed  for  practicing  lawyers,  accountants. 
Federal  income  taxation  of  corporations,  foreign  taxpayers,  estates  and  trusts. 
Federal  estate  and  gift  taxes.  Excise  taxes.  Actual  forms  prepared.  Prerequisite, 
6  hours  of  Accounting  and  10.531. 

10.535  ADVANCED  ACCOUNTING  (3)  Third  year  principles.  For  advanced  ac- 
counting, finance  students,  lawyers.  Partnerships  through  liquidation.  Estates, 
trusts.  Accounting  for  "sick"  businesses;  realization  and  liquidation  reports. 
Prereqiusite.  9  hours  of  Accounting. 

10.536  GOVERNMENTAL  ACCOUNTING  (3)  Study  of  accounting  systems  used  by 
governments,  emphasizing  expenditures  through  the  fund  method;  sources  and 
control  of  cash;  budget  and  statement  preparation.  Primarily  municipal  level. 
Prerequisite,  18  hours  of  Accounting  or  permission. 

10.539  CONTROLLERSHIP  IN  BUSINESS  (3)  The  controller's  function  in  busi- 
ness. Emphasis  on  interpretation  of  accounting  aspects  of  managerial  prob- 
lems and  reporting  thereon.  Role  as  staff  member  of  the  management  team. 
Prerequisite,  advanced  work  in  accounting  and  business. 

31.006     INSTITITE  ON  FEDERAL  TAXES  (No  Credit)     See  In.uitutes. 

31.008  INSTITUTE  ON  TAX  ASPECTS  OF  REAL  ESTATE  TRANSACTIONS  (No 

Credit)     See  Institutes. 

31.009  ADVANCED  TAX  PLANNING  IN  REAL  ESTATE  (No  Credit)  See  Insti- 
tutes. 
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AUTOMATIC  DATA  PROCESSING 

(The  School  of  Business  Administration,  School  of  Government  and  Public 
Administration  and  Department  of  Mathematics  and  Statistics  cooperate  in  this 
joint  program.  Managerial  courses  are  listed  below;  for  courses  in  the  mathemati- 
cal aspects,  see  the  College  of  Arts  and  Sciences  Catalog  under  "Mathematics 
and  Statistics.") 

75.520  AUTOMATIC  DATA  PROCESSING  SYSTEMS  (3)  Nature  of  available 
equipment;  types  of  management  applications;  methods  of  a  feasibility  survey; 
staffing,  costing,  programming,  systems  design  and  other  management  con- 
siderations. 

75.521  PROBLEMS  OF  AUTOMATIC  DATA  PROCESSING  SYSTEMS  (3)  Case 
problem  approach  to  the  study  of  the  most  effective  design  and  operation  of 
automatic  data  processing  systems.    Prerequisite,   75.520  or  direct  experience. 

10.540     SYSTEM  DESIGN  AND  INSTALLATION  II  (3)     See  Accounting. 

31.053  INSTITUTE  ON  ELECTRONICS  IN  MANAGEMENT  (No  Credit)  See 
Institutes. 

75.557  OPERATIONS  RESEARCH  IN  MANAGEMENT  (3)  Origins,  development 
of  operations  research;  applications  as  management  tool;  major  methods.  Solu- 
tion of  elementary  problems  by  operations  research.  Organization  of  opera- 
tions research  team.    Prerequisite,  high  school  algebra. 

75.763  SEMINAR  IN  AUTOMATIC  DATA  PROCESSING  SYSTEMS  (3)  Ad- 
vanced seminar  for  graduate  students  interested  in  special  research  projects 
and  advanced  analysis  of  managerial  application  and  evaluation  of  automatic 
data  processing  systems.    Prerequisite,  75.520  and  either  75.521  or  10.540. 

BUSINESS  EDUCATION 

10.546  SURVEY  OF  BUSINESS  EDUCATION  (3)  Principles,  philosophy.  Cor- 
related readings,  field  studies,  reports,  intended  to  provide  extensive  apprecia- 
tion of  nature  and  scope  of  business  education  in  various  types  of  schools.  Pre- 
requisite to  other  business  education  cour.ses. 

10.746  SEMINAR  IN  BUSINESS  EDUCATION  (3)  Advanced  problems  for  grad- 
uate students  interested  in  developing  special  research  projects  in  business 
education  or  in  preparing  for  comprehensive  examinations  in  this  field. 

BUSINESS-GOVERNMENT  RELATIONS 

10.500  BUSINESS-GOVERNMENT  RELATIONS  (3)  How  government  sets  frame- 
work  for  the  economy  and  conduct  of  business.  What  management  should 
know  of  government  and  regulation.  Areas  of  cooperation,  conflict.  Develop- 
ment and  trend  of  government  intervention. 

11.504     GOVERNMENT  AND  MARKETING  (3)     See  Marketing. 

10.700  THE  BUSINESS  ADMINISTRATOR  AND  GOVERNMENT  POLICY  (3) 
Seminar  using  case  problems  to  examine  working  relationships  between  business 
administrators  and  government  (local,  state,  federal)  from  business  viewpoint. 
Guest  business  and  government  leaders  participate.  Prerequisite,  10.500  or 
permission. 

10.705  SEMINAR  IN  BUSINESS-GOVERNMENT  RELATIONS  (3)  Fundamental 
concepts  of  social  control  of  business  enterprises.  Kinds  of  inter-action,  result- 
ing cooperation,  conflicts.  Effects  on  business,  social  responsibilities  of  busi- 
ness administrators,  conduct  of  modern  private  enterprise  economy. 

31.003  INSTITUTE  ON  BUSINESS-GOVERNMENT  RELATIONSHIPS  (No 
Credit)     See  Institutes. 

See  also  Washington  Conference  on  Business-Government  Relations  in  Market- 
ing (page  35). 
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BUSINESS  MANAGEMENT 

10.556  BUSINESS  BIDGETIX;  AND  EXECUTIVE  CONTROL  (3)  Budgeting  as 
a  managerial  tool  for  analysis,  planning,  organizing,  coordinating,  motivating, 
controlling.  Development  of  budgeting.  Required  of  B.S..  MB. A.  and  Ph.D. 
candidates.    Prerequisite,  6  hours  in  accounting  and  3-6  in  statistics. 

10.756  SEMINAR  IN  POLICY  FORMULATION  AND  ADMINISTRATION  I    (3) 

Development,  through  seminar  approach  and  case  problem  method,  of  execu- 
tive skills.  Emphasis  on  competence  in  effective  analysis  of  organizational 
problems  and  formulation  of  appropriate  managerial  policies.  Required  of 
M.S. A.  and  Ph.D.  Candidates.  Prerequisite,  at  least  "B"  average  in  graduate 
studies,  10.556,  and,  for  part-time  M.B.A.  candidates,  Advancement  to 
Candidacy. 

10.757  SEMINAR  IN  POLICY  FORMULATION  AND  ADMINISTRATION  II   (3) 

Continuation  of,  but  may  be  taken  before  10.756.  Development,  through  semi- 
nar approach  and  case  problem  method,  of  executive  skills.  Required  of 
M.B.A.  and  Ph.D.  Candidates.  Prerequisite,  at  least  "B"  average  in  graduate 
studies,  10.556,  and,  for  part-time  M.B.A.  candidates.  Advancement  to 
Candidacy. 

10.758  SEMINAR  IN  HUMAN  RELATIONS  IN  BUSINESS  I  (3)  Development, 
through  seminar  approach  and  case  problem  method,  of  capacity  to  work  effec- 
tively with  superiors,  equals,  subordinates.  Importance  of  human  relations  in 
successful  business  operations.  Required  of  M.B.A.  and  Ph.D.  Candidates.  Pre- 
requisites. 10.481.  10.491,  11.401. 

10.759  SEMINAR  IN  HUMAN  RELATIONS  IN  BUSINESS  II   (3)      Continuation 

of  10.758.  Development,  through  seminar  approach  and  case  problem  method, 
of  capacity  to  work  effectively  with  superiors,  equals,  subordinates.  Required 
of  M.B.A.  Candidates  electing  non-thesis  option  and  of  Ph.D.  Candidates. 
Prerequisite,  10.758. 

10.760  SEMINAR  FOR  CASE  CONFERENCE  LEADERS  (3)  How  to  conduct 
effective  conferences  and  seminars  by  the  case  problem  method.  Case  prob- 
lems used  cover  wide  range  of  business  problems  and  situations.    Prerequisite. 

at  least  6  hours  of  case  problem  seminars. 

10.761  SEMINAR  IN  PHILOSOPHY  OF  MANAGEMENT  (3)  Fundamental  con- 
cepts of  management.  Analysis  of  their  interrelations,  relationship  to  the  admin- 
istrative process.  Development  of  an  organizational  philosophy.  Role  of  busi- 
ness in  society.  Managerial  responsibilities.  Required  of  Ph.D.  Candidates. 
Prerequisite,  10.756,  10.757,  10.758,  10.759. 

31.005     INSTITUTE  ON  PROHTABLE  MANAGEMENT  FOR  SMALL  BUSINESS 

(No  Credit)     See  Institutes. 

31.551     INSTITUTE  OF  RECORDS  MANAGEMENT  (No  Credit)     See  Institutes. 

CHURCH   BUSINESS  MANAGEMENT 

12.546  PRINCIPLES  OF  CHURCH  BUSINESS  MANAGEMENT  (3)  Basic  func- 
tions of  administrative  management  applied  to  problems  and  procedures  of 
conducting  the  business  affairs  of  churches.  Planning,  financing,  staffing,  re- 
porting; public  relations;  leadership  development. 

12.548  PROBLEMS  IN  CHURCH  BUSINESS  MANAGEMENT  (3)  Case  problem 
and  seminar  approach  to  development  of  skill  in  administering  church  finances, 
property,  staff  personnel,  public  relations.  Actual  cases  cover  wide  range  of 
church  situations.    Prerequisite,  12.546,  or  permission. 

31.066     INSTITUTE  ON  CHURCH  FINANCE  (No  Credit)     See  Institutes. 

31.068  INSTITUTE  ON  CHURCH  PROPERTY  MANAGEMENT  (No  Credit)  See 
Institutes. 
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Note:  As  this  curriculum  develops,  it  is  presently  expected  that  the  following 
courses  will  be  proposed: 

12.550  PROJECTS  IN  CHURCH  BUSINESS  MANAGEMENT  (3)  Orientation  to 
professional  internship  through  interrelated  field  experiences  and  seminar  ses- 
sions. Projects  include  160  hours  of  planned  observation  and  supervised  par- 
ticipation in  church  management  activities. 

12.691  INTERNSHIP  IN  CHURCH  BUSINESS  MANAGEMENT  (3)  Systematic 
correlation  of  formal  instruction  and  320  hours  of  supervised  work  experience 
in  helping  administer  the  business  affairs  of  churches.  Readings,  evaluations, 
reports. 

12.746  SEMINAR  IN  CHURCH  BUSINESS  MANAGEMENT  (3)  Advanced  prob- 
lems for  graduate  students  interested  in  pursuing  special  research  studies  in 
Church  Business  Management  or  in  preparing  for  Comprehensive  Examination 
in  this  field. 

FINANCIAL  MANAGEMENT  AND  INVESTMENTS 

10.466  BUSINESS  FINANCE  (3)  How  business  firms  acquire  and  manage  funds. 
Nature,  use  of  financial  instruments.  Lending,  investment  institutions.  Money 
markets.  Corporate  financial  problems.  Government  regulations.  Prerequisite, 
10.212  or  10.400  and  19.300  or  19.446. 

10.467  PERSONAL  FINANCE  (3)  Attaining  personal  investment  goals  by  effective 
money  management.  Increasing  value  of  income:  budgeting,  efficient  saving, 
low  cost  borrowing.  Providing  for  retirement,  old  age,  sickness.  Introduc- 
tion to  investments,  insurance,  taxes. 

10.566  ADVANCED  BUSINESS  FINANCE  (3)  Case  problems  to  develop  in  stu- 
dents skill  in  analyzing  financial  problems  and  making  financial  management 
decisions.  Both  current  and  long-term  financing  included.  Prerequisites,  10.466 
and  10.212  or  10.400. 

10.567  THE  MONEY  MARKET  (3)  Nature,  functions.  Effects  on  ability  of  busi- 
ness firms  to  secure  funds.  Role  in  investment  planning  and  decisions,  mort- 
gage financing,  commercial  credit,  bond,  stock  market.  Prerequisite,  ad- 
vanced work  in  finance  and  or  money  and  banking. 

10.568  INVESTMENT  BANKING  (3)  Functions  and  techniques  of  investment  bank- 
ing. Underwriting,  competitive  bidding,  private  negotiation,  securities  ex- 
changes, the  over-the-counter  market,  government  regulations. 

10.569  INVESTMENT  ANALYSIS  (3)  General  considerations  in  security  selection. 
Timing:  Dow  Theory,  dollar  averaging,  formula  planning.  Market  fluctuations; 
measurement,  analysis.  Information  sources.  Categories  of  securities.  Pre- 
requisite, basic  understanding  of  securities  from  experience  or  from  10.466  or 
10.467. 

10.570  ADVANCED  INVESTMENT  ANALYSIS  (3)  Securities  analysis.  Investment 
approaches,  theories.  Portfolio  construction,  management.  Emphasis  on  cur- 
rent investment  trends,  practical  techniques  for  successful  investment.  Pre- 
requisite, 10.569. 

10.572  CREDIT  ADMINISTRATION  (3)  Credit  practices  of  commercial  banks, 
savings  banks,  savings  &  loan  associations.  Formulation  of  credit  policies. 
Credit  investigation,  analysis.   Securing  new  business.    Public  relations. 

INDUSTRIAL   RELATIONS  AND   PERSONNEL   MANAGEMENT 

10.491  PERSONNEL  MANAGEMENT  IN  INDUSTRY  (3)  Manpower  management 
in  private  enterprise.  Human  relations  and  human  engineering.  Recruitment, 
selection,  testing,  training,  promotion,  transfer,  turnover,  health,  safety,  morale, 
discipline,  personnel  services,  records,  research. 

10.591  WAGE  ADMINISTRATION  AND  JOB  EVALUATION  (3)  Wage  and  sal- 
ary determination  and  administration.  lob  descriptions,  job  evaluation,  job 
classification.  Wage  and  salary  structure;  efficiency  rating;  incentive  systems; 
legislation;  occupational   information.    Prerequisite,    10.491. 
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10.592  INDlJSTRIAL  RELATIONS  (3)  Management  techniques  for  dealing  with 
organized  labor,  achieving  labor-management  cooperation.  Unions:  Develop- 
ment, objectives,  policies,  tactics.  Contract  negotiation,  administration.  Gov- 
ernment regulation.    Prerequisite,  10.491. 

10.593  ADVANCED  INDUSTRIAL  RELATIONS  (3)  Methods  by  which  manage- 
ment negotiates  and  administers  collective  bargaining  agreements.  Application 
of  principles  of  contract  negotiation  through  role  playing,  mock  bargaining 
sessions.    Prerequisite,  10.592  or  equivalent  experience. 

10.594  SLPERVISION  IN  BUSINESS  (3)  How  to  supervise  people  effectively. 
Supervisory  training;  developing  responsibility,  assigning  authority.  Supervision 
and  effective  communication.  Personnel,  control,  training,  production  functions; 
safety,  morale.    Union  contract  administration.    Prerequisite,  10.491. 

10.595  COMMUNICATION  AND  EMPLOYEE  PRODUCTIVITY  (3)  How  effec- 
tive employee-management  communication  can  increase  employee  productivity. 
Human  factors  in  administration.  Techniques  of  program  evaluation  and  cor- 
rection.   Unions.    Theory  and  case  studies.    Prerequisite,   10.491. 

10.791  SEMINAR  IN  PERSONNEL  MANAGEMENT  (3)  Philosophy,  responsibili- 
ties of  personnel  management.  Organizational,  functional  role  in  business  en- 
terprise. Integrating  seminar,  using  case  problems,  required  of  graduate  stu- 
dents electing  Personnel  Management  Comprehensive  Examination.  Prerequi- 
site, at  least  6  graduate  credits  in  Personnel. 

31.001     INSTITUTE  ON  EMPLOYEE  COMMUNICATION   (No  Credit)      See  Insti- 
tutes. 
See  al.so  courses  offered  by  Psychology. 

INTERNATIONAL  BUSINESS 

11.526  INTRODUCTION  TO  INTERNATIONAL  BUSINESS  (3)  Types,  patterns 
of  operations.  Foreign  trade  policies.  American  markets  for  foreign  commodi- 
ties. Foreign  markets  for  American  products.  Channels  of  international  mar- 
keting.   International  advertising,  sales  promotion.    Prerequisite,  11.401. 

11.527  EXPORT-IMPORT  PROCEDURES  (3)  Buying  and  selling  in  foreign  trade. 
Export-Import  shipments.  Freight  forwarders.  International  arbitration.  Fi- 
nancing, credits,  collections.  Insurance.  Packing.  Tariff  procedures  and  docu- 
ments.   Airshipments.    Communications.    Prerequisite,  11.526. 

11.528  INTERNATIONAL  MARKETING  OPERATIONS  (3)  Business,  marketing 
objectives  of  U.  S.  firms  abroad.  Techniques  implementing  objectives.  Market 
analysis.  Marketing  intelligence  and  information  sources.  Economic,  cultural, 
organizational,  governmental  factors  affecting  overseas  marketing  operations. 
Prerequisite,  1 1.527  or  permission. 

11.529  WORLD  BUSINESS  CONDITIONS:  PROBLEMS  AND  OPPORTUNITIES 
IN  -  -  -  (3)  The  subject  matter  of  this  course  changes  each  session  to  con- 
centrate on  a  different  major  area  of  the  world.  Opportunities  for  local  and 
international  firms  in  specific  countries,  grouped  by  language  and/or  geog- 
raphy. Analysis  of  purchases,  employment,  capital  formation,  cooperation  with 
foreign  businesses.  Contribution  of  private  enterprise  to  industrial  development. 
Prerequisite,  11.528  or  permission. 

11.626  THE  Multi-national  firm  (3)  Comparative  analysis  of  firms  with 
subsidiaries  in  various  countries.  Problems  of  organizing,  controlling,  managing 
foreign  subsidiaries;  relations  with  governments  and  customers  in  different 
countries.  Role  in  international  business  relations.  Prerequisite,  11.528  or 
permission. 

11.726  SEMINAR  IN  INTERNATIONAL  BUSINESS  (3)  Analysis  of  growth  of 
native  and  international  businesses  throughout  world.  Trends,  policies,  prob- 
lems. Interaction  of  business  development  with  national  economies  and  political 
conditions.    Prerequisite,  11.626. 

See  also  Transportation  courses  in  School  of  Business  Administration;  Inter- 
national Economics  and  Economic  Geography  courses  offered  by  Economics; 
International  Relations  courses  offered  by  School  of  International  Service. 
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MANAGERIAL  ANALYSIS   (BUSINESS  ECONOMICS) 
19  446     INTRODUCTION  TO  BUSINESS  ECONOMICS  (3)     First  year  economics 
in  one  semester.   Introduction  to  areas  most  useful  to  business  executives    The 
economy   its  indicators,  measures,  fluctuations.   The  firm:    economic  tools  for 
decision  making.    For  advanced  undergraduates  and  M.B.A.  and  Ph.D.  candi- 
dates entering  without  principles  of  economics. 
10  642     MANAGERIAL   ANALYSIS   IN   BUSINESS    (3)      Integration   of  economic 
analysis  with  organizational,  motivational,  legal,  ethical  and  other  managerial 
aspects   in   solving    business   problems;   profits,    production    functions,   outPUt; 
pricing,  marketing,  capital  expansion,  planning  and  control.   Required  of  Ph.D. 
Candidates.   Prerequisite,  19.300  or  19.446  and  permission. 
19  547     FOUNDATIONS    OF   BUSINESS    FORECASTING    (3)     Theoretical   tools 
needed  by  executives  to  evaluate  appraisals  of  economic  outlook.    Analysis  of 
business  cycles,  fluctuations  of  income  and  employment.    Economic  indicators. 
Reliability  of  forecasts. 

10  742     SEMINAR  IN  MANAGERIAL  ANALYSIS    (3)      Development  of  decision- 

making skills  through  analytical  case  studies.  Oral  and  written  reports,  d'scus- 
sion  and  research.  Required  of  Ph.D.  Candidates.  Prerequisite,  10.642  and 
permission. 

MARKETING 

General  Marketing 

11  401     PRINCIPLES  OF  MARKETING  (3)     The  marketing  process:    functions,  in- 

stitutions   channels  involved  in  distribution  of  goods  and  services  from  pro- 
ducers to  consumers.    Buying  motives.    Role  of  middlemen.    Marketing  prac- 
tices, costs.    Prerequisite,  for  undergraduates,  69.200,  57.200,   19.300. 
11  402     SALESMANSHIP    (3)      Art  of  salesmanship;  creation  of  consumer  desires, 
aiding  customers  in  buying.    Buying  motives;  selling  techniques;  characteristics 
of  efficient  salesmen.    Selling  in  a  dynamic  economy.    Career  opportunities. 
11  411     PRINCIPLES  OF  ADVERTISING  (3)     Advertising  approach  to  marketing 
problems.     Advantages,    limitations    of    advertising.     Elements    of    advertising 
campaigns-  budget,  product,  consumer  studies,  media  selection,  copy,  layout, 
production,  scheduling,  testing.    Prerequisite.  11.401  or  advertising  experience. 
11  436     PRINCIPLES  OF  RETAILING   (3)      Procurement  and  distribution  of  mer- 
chandise by  retailers.   Type  of  retail  organizations.    Consumer  economics  from 
retailer's  viewpoint.    Retail  buying.    Pricing  policies.    Planning,  control.    Legal 
regulations.    Prerequisite,  11.401  or  retailing  experience. 
11  501     CONSUMER    MARKETS    (3)      Income,    expenditure,    savings   of   American 
consumers.    Analysis,  from  marketing  viewpoint,  of  how  consumers  exercise 
economic  sovereignty.    Competition  by  industries,  retailers  for  consumer  dol- 
lar    Particularly  recommended  for  marketing,  retailing,  real  estate,  economics 
sociology  students.    Prerequisites,  19.300  or  19.446,  69.200  or  69.400.  11.401. 
11  502    MARKETING  RESEARCH   (3)     Information  collection,  interpretation    pres- 
entation  for  shaping  marketing  objectives,  policies,   planning.    Methodology; 
techniques  for  analyzing  size,  character  of  markets;  sources  of  data.    Prerequi- 
.sites.  11.401  and  69.200  or  69.400. 
11.583     REAL  ESTATE  MARKET  ANALYSIS  (3)     See  Real  Estate. 
11  503     INDUSTRIAL  PURCHASING   (3)     Contribution  of  purchasing  to  efficient 
operations.    Purchasing  policies,  procedures,  organization  with  special  reference 
to  industrial  goods  by  manufacturing  concerns,  institutional  purchasers.    Par- 
ticularly recommended  for  marketing,  sales  management,  production,  general 
management  students. 
11  504     GOVERNMENT  AND  MARKETING   (3)      Influence  of  federal  government 
on   marketing  decision-making.     Effects  of   government   purchases  on   private 
business   activity.     Marketing   information,   services   provided   by   government. 
Government  regulation.    Impact  on  private  enterprise.   Prerequisite.  II. 401  or 
permis.sion  of  Instructor. 
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12.565     PHYSICAL  DISTRIBLTION  MANAGEMENT  (3)     See  Transportation. 

11.601  MARKETING  MANAGEMENT  PROBLEMS  (3)  Problem  approach  to  mar- 
keting at  policy  level.  Pricing.  Selection  of  distribution  channels,  territories. 
Competition;  government  controls.  Organization,  direction  of  sales  campaigns. 
Marketing  tools  of  management.    Prerequisite,  11.401. 

11.701  SEMINAR  IN  MARKETING  (3)  Case  problems  to  develop  overall  approach 
to  marketing  function,  understanding  of  marketing  from  viewpoint  of  chief 
executive.  Emphasis  on  integration,  interrelationships  with  other  business  func- 
tions. Required  of  graduate  students  electing  Marketing  as  Comprehensive 
Examination  Field.    Prerequisite,  at  least  6  graduate  credits  in  Marketing. 

A  dvertising 

11.511  SALES  PROMOTION  (3)     Methods  and  devices  to  increase  effectiveness  of 

demand  created  by  merchandising,  mass  advertising,  personal  selling.  Emphasis 
on  techniques  aiding  development  of  individual  selling  abilities.  Prerequisite, 
11.411. 

11.512  ADVERTISING  COPY  (3)  How  to  write  advertisements  which  increase  sale. 
Distinctive  problems  of  various  types  of  copy  analyzed,  methods  of  copy  testing 
evaluated.    Prerequisite,  11.411. 

11.513  ADVERTISING  LAYOUT  AND  PRODUCTION  (3)  Arrangement  of  head- 
lines, copy,  illustrations  to  achieve  balance,  gaze  motion,  distinctiveness,  legi- 
bility. Type,  paper,  production  processes.  Practice  in  visualizing,  laying  out, 
scheduling,  producing. 

11.514  ADVERTISING  MEDIA  (3)  Analysis  of  media.  Selection  in  terms  of  reach- 
ing desired  markets.  Operations  of  advertising  departments,  scheduling  require- 
ments, rate  structures. 

11.515  DIRECT  MAIL  SELLING  (3)  Principles,  practices  of  profitable  direct  adver- 
tising. When,  how  to  use  direct  mail  selling.  How  to  program,  prepare,  buy 
direct  mail  pieces.    Postal  regulations. 

11.520  ADVERTISING  AGENCY  MANAGEMENT  (3)  Effective  agency  manage- 
ment, finance,  accounting.  Long-range  planning.  Advertising-agency  relation- 
ships. Personal  work  control  methods.  Merchandising  of  advertising  programs. 
Prerequisite,  permission  of  instructor. 

See  also  courses  offered  by  Journalism  and  Public  Relations,  Psychology,  Sociol- 
ogy and  Anthropology. 

Food  Marketing  * 

11.546  FOOD  MERCHANDISING  (3)  Buying  procedures;  market  operations;  costs; 
profit  margins.  Sales  planning:  pricing;  advertising;  sales  promotion.  Relations 
with  suppliers.    Having  right  items  at  the  right  time. 

11.548  FOOD  STORE  MANAGEMENT  (3)  Administration  of  food  stores.  Super- 
vision, development  of  personnel.  Expense  control.  Customer  services.  Order- 
ing, receiving,  storing,  stocking,  displays,  marking.  Housekeeping,  safety.  Rec- 
ord keeping,  reports.   Community  relations. 


*  Full-time  male  juniors  planning  careers  in  food  marketing  may  apply  for  Giant  Food 
Store  Scholarship-Internships  for  their  senior  year. 
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International  Marketing 

See  International  Business. 

Retailing 

11.536  STORE  MANAGEMENT  AND  MERCHANDISING  (3)  Policy  making. 
Merchandising.  General  administrative  course;  students  analyze  operations  of 
actual  store  from  viewpoint  of  obtaining  maximum  profit. 

11.537  STORE  ORGANIZATION  AND  OPERATION  (3)  Problems  of  store  man- 
agement faced  by  operating  executives:  organization,  location,  layout,  ex- 
pense, personnel,  receiving,  packing,  wrapping,  delivery;  customer  complaints; 
protection,  maintenance;  mail,  telephone  orders. 

11.538  FASHION  RETAILING  (3)  Fashion  in  selection,  promotion,  selling  of 
merchandise.  Effect  on  consumers,  manufacturers,  retailers.  Fashion  cycles. 
Current  fashions;  work  of  prominent  designers.  Career  opportunities  for  men, 
women. 

11.539  MERCHANDISING  HOME  FURNISHINGS  (3)  How  to  merchandise  home 
furnishings.  Analysis  of  quality,  style,  design.  Price  lines.  Interior  decoration: 
planning  home  interiors.    Color,  form,  function.    Home  furnishing  markets. 

11.540  RETAIL  RUYING  (3)  The  buyer:  functions  and  responsibilities.  Pre-buying 
preparation;  selecting  new  lines;  ordering.  Resident  buying.  Buying  and  mer- 
chandising.   Problems  in  buying  various  types  of  goods. 

11.541  CONSUMER  PRODUCTS  (3)  Basic  information  about  consumer  products: 
production,  use  characteristics;  comparative  costs;  consumer  appeals.  Basic 
materials  analysis.  For  all  concerned  with  successful  sale  of  consumer  products. 

11.542  MATHEMATICS  OF  MERCHANDISING  (3)  Interpretation  of  operating 
figures  applied  to  selling  departments  or  individual  businesses.  Analysis  of 
factors  responsible  for  profits  and  losses.  Emphasis  on  retail  method  of  inven- 
tory. 

11.736  SEMINAR  IN  RETAILING  MANAGEMENT  (3)  Problems  of  managing 
retail  enterprises  analyzed  through  case  studies.  Students  attempt  to  develop 
managerial  programs  or  bases  for  managerial  decisions.  Oral  and  written 
reports. 

Sales  Management 

11.551  SALES  MANAGEMENT  (3)  Organization  of  sales  department.  Qualifica- 
tions, duties  of  sales  manager.  Recruitment,  selection,  training  of  salesmen. 
Planning,  conducting  sales  campaigns.  Sales  trend  studies,  forecasts.  Sales,  cost 
control.   Prerequisite,  11 .401  or  permission  of  instructor. 

11.552  DISTRIBUTION  COST  ANALYSIS  (3)  Marketing  data  as  management 
tools  to  reduce  distribution  costs,  increase  selling  efficiency.  Analyzing  distribu- 
tion costs,  profits  by  products,  customers,  territories.  Effect  on  over-all  position 
of  firm.   Prerequisite,  1 1.502. 

PRODUCTION   MANAGEMENT 

10.481  PRINCIPLES  OF  PRODUCTION  MANAGEMENT  (3)  Organization  and 
operation  of  industrial  enterprises.  Economics  of  production.  Management  of 
physical  property.  Organization  of  physical  plant.  The  production  process. 
Production  and  cost  control. 

10.581  WORK  ANALYSIS  (3)  Analysis  of  work  methods,  motion  economy,  indi- 
vidual's capacity  for  work.  Measuring  efficiency;  fair  day's  work;  job  standardi- 
zation, work  measurement.  Application  to  practical  work  problems.  Labora- 
tory sessions. 

10.582  INDU.STRIAL  PLANT  PLANNING  (3)  How  to  get  a  manufacturing  unit 
into  operation.  Location  of  factories.  Layout  planning  principles,  techniques. 
Industrial  building.  Relationships  with  production  engineers,  architects,  con- 
tractors.  Prerequisite,  10.481. 
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10.583  MATERIALS  HANDLING  (3)  Principles,  operating  problems,  training  pro- 
grams, cost  elements,  selection  and  use  of  equipment.  Case  studies  from  busi- 
ness, industry,  the  military. 

10.781  SEMINAR  IN  PRODICTION  MANAGEMENT  (3)  Case  problem  seminar 
to  develop  skill  in  understanding  and  ability  to  deal  with  problems  involved 
in  management  of  industrial  enterprises.  Required  of  f^raihiale  students  electing 
Production  Manaiiement  us  a  Comprehensive  Examination  Field.  Prerequisite, 
at  least  6  i;raduate  credits  in  Production  Management. 

31.002     INSTITITE  ON  MATERIALS  HANDLING   (No  Credit)     See  Institutes. 

31.053  INSTITUTE  ON  ELECTRONICS  IN  MANAGEMENT  (No  Credit)  See 
Institutes. 

PUBLIC  RELATIONS 

17.545  PUBLIC  RELATIONS  IN  BUSINESS  (3)  Media  and  techniques  for  public 
relations;  emphasis  on  business  and  industrial  relationships  with  their  various 
publics — such  as  labor,  trade,  dealer,  customer,  stockholder,  and  community. 

See  also  other  courses  in  Public  Relations  offered  by  Journalism  and  Public 
Relations. 

REAL  ESTATE  AND  INSURANCE  * 

{Offered  with  the  cooperation  of  the  Washington  Real  Estate  Board) 
Real  Estate 

11.476  FUNDAMENTALS  OF  REAL  ESTATE  (3)  Basic  economics,  history,  ethics 
of  real  estate  business.  Role  of  real  property  in  economic  life.  Terminology. 
Characteristics  of  markets.    Values.    Development,  financing,  marketing. 

11.576  REAL  ESTATE  PRACTICE  I  (3)  Principles  basic  to  understanding  of  and 
successful  practice  in  real  estate  profession.  Interests  and  estates;  contracts, 
deeds,  mortgages;  title  transfer;  closing;  financing. 

11.577  REAL  ESTATE  PRACTICE  II  (3)  Professional  operation  of  brokerage  busi- 
ness. Taxes,  assessments,  planning,  zoning,  listing,  advertising,  selling.  Broker- 
age, property  management,  leasing,  property  insurance,  appraising,  sub-dividing 
and  development  building. 

11.578  REAL  ESTATE  LAW  (3)  Legal  aspects  of  real  estate  transactions  for  non- 
lawyers.  Requirements  in  acquisition,  encumbrance,  transfer.  Rights,  obliga- 
tions of  parties  in  transactions.  Survey  of  laws,  analysis  of  cases,  statutory 
provisions. 

11.579  HOME  BUILDING  (3)  Fundamentals  of  home  building,  buying.  Site  selec- 
tion, architect's  responsibilities.  Design,  building  codes,  zoning.  Construction 
materials.  Setting,  landscaping.  Cost,  financing.  Selection  of  builder,  building 
contracts. 

11.584  APARTMENT  CONSTRUCTION  (3)  Multi-family  housing.  Site  selection, 
land  planning,  economic  analysis,  zoning  ordinances,  building  codes.  Design, 
materials,  construction  methods,  management.  Relation  to  community  growth, 
development.   Trends  in  design,  location. 

11.580  MORTGAGE  FINANCING  (3)  History  of  mortgage  lending.  Evaluation  of 
loan  applications,  property  appraisal.  Underwriting  mortgage  risk,  selling  loans, 
correspondent-investor  relationships.  Construction  loans.  Government  financ- 
ing.  Closing,  servicing  loans.   New  business. 

11.581  PROPERTY  MANAGEMENT  (3)  Property  management  as  a  professional 
branch  of  real  estate  operations.  Management  of  commercial,  dwelling  units. 
Neighborhood  analysis,  tenant  selection,  maintenance,  repair.  Public  relations. 
Final  examination  may  be  substituted  for  regular  course  admissions  examina- 
tions for  Course  No.  I  of  The  Institute  of  Real  Estate  Management. 


*  Full-time  juniors,  seniors,  or  graduate  students  specializing  in  real  estate  may  apply 
for  the  Morton  J.  Luchs  or  Berens  Real  Estate  Scholarships  which  may  also  include 
Internships.   See  page  42. 
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11.582  LAND  PLANNING  AND  USE  (3)  Land  values,  utilization.  Location  prob- 
lems of  consumers,  businesses,  industries,  households.  Changes  in  land  use 
patterns  produced  by  market  forces  and  public  policies. 

11.583  REAL  ESTATE  MARKET  ANALYSIS  (3)  How  to  measure  demand  and 
supply  for  real  estate  in  a  local  market.  Sources  of  information.  Population 
analysis.   Forecasting  technique.    Prerequisite,  11.577  and  1 1.502. 

31.008  TAX  ASPECTS  OF  REAL  ESTATE  TRANSACTIONS    (No   Credit)      See 

Institutes. 

31.009  ADVANCED  TAX  PLANNING  IN  REAL  ESTATE  (No  Credit)  See  Insti- 
tutes. 

31.504  INSTITUTE  ON  REAL  ESTATE  APPRAISAL  I  (3)     See  Institutes. 

31.505  INSTITUTE  ON  REAL  ESTATE  APPRAISAL  II  (3)     See  Institutes. 

Insurance 

11.486  FUNDAMENTALS  OF  INSURANCE  (3)  For  non-specialists  in  insurance. 
Most  effective  means  of  protecting  individuals  and  firms  against  insurable  risks. 
Kinds  of  risks,  analysis  of  contracts,  comparison  of  costs. 

11.586  LIFE  INSURANCE  I  (3)  Fundamental  principles.  Analysis  of  companies, 
contracts,  costs  to  policyholders.  Premium  computation,  valuation,  apportion- 
ment of  surplus.  State  regulations,  laws,  judicial  decisions  affecting  life  insur- 
ance. Course  preparatory  for  Part  A  of  the  Chartered  Life  Underwriter's 
examination. 

11.587  LIFE  INSURANCE  II  (3)  Fundamentals  applied  to  estate  planning,  group 
insurance.  Methods  of  computing  mortality  tables,  premium,  reserves.  History 
of  life  insurance;  its  role  in  U.S.  economic  development.  Course  preparatory 
for  Part  A  of  the  Chartered  Life  Underwriter's  examination. 

11.588  PROPERTY  INSURANCE  (3)  Insurance  coverage  of  losses  due  to  fire;  the 
fire  insurance  contract;  insurable  interest;  endorsements.  Business  interruption; 
multiple  line  and  all  risk  coverage.  Rates;  reserves;  reinsurance;  loss  adjust- 
ments. Desirable  background  for  Chartered  Property  and  Casualty  Underwriter 
examination. 

11.589  CASUALTY  INSURANCE  (3)  Hazards  underlying  and  insurance  protection 
provided  by  workmen's  compensation,  liability,  automobile,  aviation,  accident 
and  health,  theft,  boiler  and  machinery  insurance.  Rate  making;  regulations. 
Prospecting;  selling.  Desirable  background  for  Chartered  Property  and  Casualty 
Underwriter  examination. 

RESEARCH  ADMINISTRATION 

(The  School  of  Business  Administration  and  the  School  of  Government  and 
Public  Administration  cooperate  in  offering  this  program.) 

75.530  ADMINISTRATION  OF  RESEARCH  ACTIVITIES  (3)  Principles  and 
processes  of  administration  as  applied  to  research  activities.  Consideration  of 
unique  problems  in  research  administration. 

75.785  SEMINAR  IN  RESEARCH  ADMINISTRATION  I  (3)  Advanced  seminar 
for  graduate  students  interested  in  research  in  the  application  of  administra- 
tive principles  to  research  situations.    Individual  projects. 

75.762  SEMINAR  IN  RESEARCH  ADMINISTRATION  II  (3)  Case  problem  semi- 
nar designed  to  explore  basic  problem  areas  and  to  develop  proficiency  in 
administration  of  Scientific  Research  and  Engineering  Development  activities. 

31.051  INSTITUTE  ON  ADMINLSTRATION  OF  SCIENTIFIC  RESEARCH  AND 
DEVELOPMENT  (No  Credit)      See  Institutes. 
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SECRETARIAL  STUDIES 

The  School  is  currently  working  on  a  new  and  difTcrcnt  curriculum  to  provide 
the  educational  background  for  careers  as  "Executive  Secretaries."  This  curricu- 
lum will  recognize  the  professional  nature  of  the  "Executive  Secretary"  and  her 
functioning  as  an  executive  indispensable  to  the  smooth  operation  of  the  organi- 
zation. Like  the  other  undergraduate  programs  in  the  School,  it  will  combine 
professional  with  general  education  and  will  call  for  high  performance  standards 
for  the  skill  subjects.  Only  a  limited  number  of  highly  qualified  students  will  be 
admitted  to  the  program. 

For  further  information,  write  Director,  Secretarial  Studies,  School  of  Business 
Administration,  The  American  University,  Washington   16,  D.  C. 

12.101     BEGINNING   TYPING    (2)    Development   of   skill   in   use   of   typewriter  to 

produce  typescript  of  accepted  standards. 
12.103     BEGINNING    SHORTHAND    (3)    Complete    theory    of    Gregg    Shorthand. 

Dictation  up  to  about  60  words  a  minute,  with  practice  in  transcribing. 
12.201     ADVANCED  TYPING  (2)   Professional  typist  development  through  practical 

experience  in  executing  skill  building  assignments  given  on  office   production 

basis.   Prerequisites,  12.101  or  equivalent. 
12.203     INTERMEDIATE  SHORTHAND  (3)  Review  of  Gregg  Shorthand.   At  end  of 

course  student  should  be  able  to  take  dictation   at  minimum  of  80  words  a 

minute  and  transcribe  accurately.    Prerequisites,  12.101 ,  12.103,  or  equivalents. 
12.206     BEGINNING  SECRETARIAL  PRACTICE    (2)    A   practical   course   planned 

to  prepare  students  for  beginning  secretarial  positions.    Prerequisite,  12.101  or 

equivalent. 
12.303     ADVANCED  SHORTHAND    (3)    At   end  of  course   student   should   be  able 

to  take  dictation  at  minimum  of  100  words  a  minute  and  transcribe  accurately. 

Prerequisites,  12.101,  12.203,  or  equivalents. 

12.403  EXPERT  SHORTHAND  (3)  At  the  end  of  course  student  should  be  able 
to  take  dictation  at  minimum  of  120  words  a  minute  and  transcribe  at  ac- 
ceptable commercial  rate.    Prerequisites,  12.101,  12.303,  or  equivalents. 

12.404  LEGAL  SHORTHAND  (3)  Specialized  dictation  of  legal  profession.  Vocabu- 
lary, phraseology,  correspondence,  and  forms.  Prerequisites,  12.101,  12.303, 
or  equivalents. 

12.405  MEDICAL  SHORTHAND  (3)  Specialized  training  in  general  medical  secre- 
tarial dictation.  Vocabulary,  phraseology,  correspondence,  reports  and  records. 
Prerequisites,  12.101 ,  12.303,  or  equivalents. 

12.406  ADVANCED  SECRETARIAL  PRACTICE  (3)  A  finishing  course  in  the 
theory  of  executive  secretarial  training.  Prerequisites,  12.201,  12.203,  12.206, 
or  equivalents,  or  permission  of  Director  of  Secretarial  Program. 

12.409  SECRETARIAL  INTERNSHIP  SEMINAR  (3)  A  finishing  course  in  the 
practical  use  of  executive  secretarial  training.  Regular  class  meetings  and 
six  hours  weekly  work  experience  in  university  or  business  offices.  Prerequisites, 
12.201,  12.206,  12.303,  12.406,  or  equivalents,  and/or  permis.sion  of  Director 
of  Secretarial  Program. 

STATISTICS 

(The  Department  of  Mathematics  and  Statistics  cooperates  with  the  School  of 
Business  Administration  both  by  offering  service  courses  in  Statistics  and  by 
providing  advanced  courses  for  undergraduates  pursuing  the  Bachelor  of  Science 
in  Business  Administration  with  a  major  in  Statistics  as  well  as  graduate  students 
electing  Business  Statistics  as  a  Comprehensive  Examination  field.) 

69.200  BUSINESS  STATISTICS  I  (3)  Collection  of  data,  classification,  tables,  charts, 
averages,  dispersion,  probability,  normal  distribution,  two-variable  regression 
and  correlation.  Business  and  economic  applications.  Prerequisite,  41.160  or 
equivalent.   Not  open  to  students  with  credit  for  69.201. 
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69.300  BUSINESS  STATISTICS  II  (3)  Index  numbers,  secular  trend,  seasonal  and 
cyclical  variation,  multiple  regression  and  correlation,  confidence  intervals  and 
tests  of  significance.  Prerequisite,  69.200.  Not  open  to  students  with  credit 
for  69.301. 

69.400  MANAGERIAL  STATISTICS  (3)  Survey  of  first-year  statistics  (see  69.200 
and  69.300);  required  of  M.B.A.  and  Ph.D.  candidates  entering  without  6  hours 
of  basic  statistics.   Prerequisite,  41 .160  or  advanced  high  school  algebra. 

41.474  PROBABILITY  (3)  Sets  and  their  algebra,  probability  in  finite  sample  spaces, 
counting  techniques,  random  variables,  binomial  distribution,  applications. 
Prerequisite,  41.221. 

69.502  CORRELATION  AND  REGRESSION  METHODS  (3)  Application  of  linear 
and  curvilinear  regression  techniques;  basic  assumptions;  simple,  multiple, 
partial  correlation;  correlation  ratio,  least  squares,  tests  of  significance  and 
confidence  intervals,  correlation  and  regression  coefficients;  curve  fitting. 
Prerequisites,  69.507-508. 

69.504  ANALYSIS  OF  VARIANCE  (3)  Application  of  analysis  of  variance  tech- 
niques to  various  fields  in  the  social  and  physical  sciences.  One-way,  two-way, 
or  three-way  classifications;  general  linear  hypotheses,  variance  of  components; 
unequal  class  frequencies.    Prerequisites,  69.507-508. 

69.507  STATISTICAL  METHODOLOGY  I  (3)  Emphasis  on  applications  of  various 
statistical  techniques;  basic  assumptions  of  various  techniques;  chi-square. 
Prerequisite,  one  year  of  undergraduate  statistics. 

69.508  STATISTICAL  METHODOLOGY  II  (3)  Tests  of  significance,  t-test,  anal- 
ysis of  variance,  regression  and  non-parametric  methods.    Prerequisite,  69.507. 

69.510  THEORY  OF  SAMPLING  I  (3)  Maximizing  efficiency  of  sample  surveys; 
stratification;  types  of  sampling  units;  sub-sampling;  double  sampling;  biased 
methods  of  selection  and  forms  of  estimate;  precision  and  bias  of  results. 
Prerequisites,  69.507-508,  or  69.500-501. 

69.511  THEORY  OF  SAMPLING  II  (3)  Advanced  problems  of  sampling  design. 
Cluster  sampling,  sub-sampling,  types  of  costs,  maximizing  information  per 
dollar;  probability  proportional  to  size,  systematic  sampling,  restricted  sample 
designs.   Prerequisite,  69.510. 

69.520  DESIGN  OF  SCHEDLLES  AND  SAMPLING  PRACTICE  (3)  Planning 
effective  questionnaires  for  use  by  government,  educational  and  business  agen- 
cies. Application  to  a  sample  survey  planned  and  conducted  by  the  class.  Pre- 
requisite, one  year  of  undergraduate  statistics. 

69.570  OLALITY  CONTROL  (3)  Application  of  elementary  statistical  methods  of 
control  of  quality  of  product  of  work  output.    Prerequisites,  69.507-508. 

69.571  SEQUENTIAL  ANALYSIS  (3)  Theory  of  sequential  testing;  comparison 
with  classical  test  procedures  and  gamblers  ruin.  Principles  for  subdivision  of 
sample  and  parameter  spaces.  Testing  simple  and  composite  hypotheses.  Wald 
lemma  and  fundamental  identity.  The  DC  and  ASN  functions.  Applications 
to  normal,  binomial,  Poisson  distributions,  other  distributions,  double  dichoto- 
mies.   Prerequisites,  69.500  and  69.501. 

69.572  DESIGN  OF  EXPERIMENTS  (3)  Emphasis  on  practical  problems  in  various 
fields;  basic  concepts  of  experimental  inference;  randomized  blocks;  split  blocks; 
Latin  squares,  Graeco-Latin  squares;  factorial  design;  fractional  replication; 
confounding  and  special  topics.   Prerequisite,  69.502. 

41.574  THEORY  OF  PROBABILITY  I  (3)  Foundations  of  the  theory  of  probabil- 
ity; random  variables,  distribution  functions,  generating  and  characteristic 
functions.    Prerequisite,  41.320. 

41.575  THEORY  OF  PROBABILITY  II  (3)  Special  distributions,  limit  theorems. 
MarkofT  chains.    Introduction  to  stochastic  processes.    Prerequisite,  41.574. 

69.604  STATISTICAL  DECISION  THEORY  (3)  Convex  sets,  convex  functions, 
finite  games,  minimax  theorem,  s-games.  infinite  games,  statistical  games, 
principles  of  choice,  complete  class  theorems.    Prerequisite,  69.500-501 . 
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69.610  STATISTICAL  INFERENCE  I  (3)  Inference  considered  as  a  language 
permitting  consistent  discourse  about  states  of  nature  on  the  basis  of  observa- 
tions on  random  variables.  Bayesian  fiducial,  Neyman-Pearson  theory  and 
likelihood  function  inference.  Prerequisites,  41.574-575  or  permission  of 
instructor,  69.500-501. 

69.611  STATISTICAL    INFERENCE    II    (3)     Major    emphasis    on    applications    to 

classical  problems  such  as  the  Behrens-Fisher  problem,  contingency  tables,  and 
regression.   Emphasis  on  Bayesian  point  of  view.   Prerequisite,  69.610. 

69.671  THEORY  OF  EXPERIMENTAL  DESIGN  (3)  Mathematical  models  of 
design  of  experiments;  factorial  designs;  randomizer  blocks;  Latin  and  Graeco- 
Latin  squares;  confounding,  fractional  replication,  special  topics.  Prerequisites, 
69.505-506. 

COMPUTER  SYSTEMS 

41.566  COMPUTER  DESIGN  I  (2)  Design  of  electronic  computer  systems;  com- 
ponents (arithmetic  unit,  interval  memory,  control,  input-output  devices); 
storage  and  grating  units,  number  representations  and  codes.  Boolean  algebra. 
Prerequisite,  advanced  work  in  mathematics  and  physics. 

41.567  COMPUTER  DESIGN  II  (2)  Topics  from  design  of  special  purpose,  general 
purpose,  digital,  analog  and  incremental  computers;  applications  from  informa- 
tion theory,  switching  theory,  general  information  processing  and  control 
systems.    Prerequisite,  41.566. 

41.568  COMPUTER  PROGRAMMING  I  (2)  Components  of  electronic  digital 
computers,  number  system,  computer  words,  numbers,  instructions,  address 
logic,  codes,  subroutines,  problem  analysis,  scaled  operations,  flow  diagrams, 
code  checking,  problem  solving.    Prerequisite,  41.221. 

41.569  COMPUTER  PROGRAMMING  II  (2)  Advanced  coding,  pseudo  codes, 
interpretive  routines,  floating  point  operations,  double  precision  operations, 
input  conversion  routines,  service  routines,  automatic  coding.  Prerequisite, 
41.568. 

For  a  complete  listing  of  Mathematics  and  Statistics  courses,  see  College  of  Arts  and 
Sciences  Catalog. 

THESIS  AND  DISSERTATION  SEMINARS 

12.797     MASTER'S  THESIS  SEMINAR  (3) 

12.799    DOCTORAL  DISSERTATION  SEMINAR    (3) 

TRANSPORTATION 

12.460  PRINCIPLES  OF  TRANSPORTATION  (3)  Relation  of  transportation  to 
economic,  political,  social  organization,  national  development.  Economics  of 
transportation  service;  rates;  regulation  of  carriers.  Prerequisite,  19.300  or 
19.446. 

12.562  MOTOR  TRANSPORTATION  (3)  Highway  system;  economics  of  com- 
mercial motor  transportation  in  U.S.  Motor  fleet  management;  finance;  main- 
tenance; rates.   Selected  problems  of  operations.    Prerequisite,  12.460. 

12.563  OCEAN  TRANSPORTATION  (3)  Economic  characteristics;  competitive 
position  of  U.S.  Merchant  Marine;  steamship  service;  rates.  Problems  of  U.S. 
steamship  line  management;  merchant  marine  policy.    Prerequisite,  12.460. 

12.564  AIR  TRANSPORTATION  (3)  Operation;  traffic;  rates;  government  policy; 
problems  of  competition;  management  of   air  carriers.    Prerequisite,   12.460. 
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12.565  PHYSICAL  DISTRIBUTION  MANAGEMENT   (3)    Physical  distribution  of 

products  from  assembly  line  to  consignee;  plant  location  theory;  transportation, 
materials  handling,  and  warehouse  factors  in  basic  patterns  of  distribution; 
organization  and  procedures  of  management  of  physical  distribution.  Pre- 
requisite, 12.460  or  11.401. 

12.566  TRAFFIC  MANAGEMENT  (3)  Organization  and  procedures,  factors  deter- 
mining rates;  services  for  commercial  shippers;  analysis  of  tariffs;  classification; 
routing  of  traffic;  shipping  documents;  liability,  claims.    Prerequisite,    12.460. 

12.567  RATES  AND  TARIFFS  (3)  Rate  theory;  classifications  of  carriers;  rate 
structures;  tariffs;  types  and  publication  procedures.  Laboratory  in  checking 
rates  and  combinations    Prerequisite.  12.566. 

12.568  INTERSTATE  COMMERCE  LAW  AND  COMMISSION  PRACTICE  (3) 
Rules  of  procedure  before  regulatory  bodies;  rules  of  law;  decisions  of  special 
interest  in  traffic  administration;  practitioner's  code  of  ethics;  due  process; 
preparation  of  cases.    Prerequisite,  12.566  or  traffic  management  experience. 

12.570  AIR  TRAFFIC  CONTROL  AND  AIRPORT  ADMINISTRATION  (3)  Prob- 
lems of  air  traffic  control;  new  systems  of  control  and  their  operation.  Airport 
organization,  planning,   management.    Prerequisite,  12.564. 

12.571  TRENDS  AND  PROBLEMS  IN  TRANSPORTATION  (3)  Principal  issues, 
problems  facing  various  modes  of  transportation  in  traffic,  operation,  regula- 
tion.   Prerequisite,  12.460  and  advanced  standing. 

12.670  TRANSPORTATION  MANAGEMENT  (3)  Representative  case  problems  in 
transportation  management;  location  of  facilities;  selection  of  equipment; 
market  analysis;  financing  new  equipment;  scheduling;  other  distinctive  man- 
agement problems  of  carriers.  Required  of  M.B.A.  Candidates  electing  Trans- 
portation as  Comprehensive  Examination  Field.  Prerequisite,  permission  of 
instructor. 

12.760  SEMINAR  IN  TRANSPORTATION  (3)  Advanced  analysis  of  problems 
in  public  regulation  of  rail,  highway,  water,  air  transportation,  pipe  lines. 
Discussion  and  supervised  research.  Problems  of  Public  Policy.  Required  of 
Ph.D.  Candidates  electing  Transportation  as  Comprehensive  Examination  Field. 
Prerequisite,  permission  of  instructor. 

31.020  INDUSTRIAL  TRANSPORTATION  AND  TRAFFIC  MANAGEMENT  IN- 
STITUTE  (No  Credit)   See  Institutes. 

31.021  AIR  TRANSPORT  MANAGEMENT  INSTITUTE  (No  Credit)  See  Institute.',. 

31.022  RAILROAD  MANAGEMENT  INSTITUTE  (No  Credit)  See  Institutes. 

31.023  MOTOR  TRANSPORTATION  MANAGEMENT  INSTITUTE  (No  Credit) 
See  Institutes. 

31.025  OCEAN  SHIPPING  MANAGEMENT  INSTITUTE  (No  Credit)  See  Insti- 
tutes. 

INSTITUTES 

"The  education  of  a  man  is  never  completed  until  he  dies." 

Robert  E.  Lee 

The  American  University  is  a  pioneer  in  the  development  of  Institutes,  specially 
designed  University-level  programs  for  the  further  professional  growth  of  men 
and  women  already  basically  educated  by  experience  and  previous  education.  This 
"continuing  education"  for  practitioners  has  attracted  registrants  from  all  parts 
of  the  U.S.  and  from  many  foreign  countries.  Curricula  for  these  management 
development  programs  are  generally  planned  with  the  active  cooperation  of  the 
profession  or  industry  concerned.  Institutes  generally  provide  intensive  instruc- 
tion in  a  concentrated  period  of  time  to  minimize  the  problem  of  permitting  leave 
from  regular  duties. 
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The  following  Institutes  have  been  offered  by  the  School  of  Business  Adminis- 
tration. Some  are  offered  regularly,  others  on  irregular  bases.  Most  have  descrip- 
tive brochures  available.  Where  academic  credit  is  available,  the  number  of 
hours  is  indicated  after  title  of  the  Institute. 

31.001  INSTITUTE  ON  EMPLOYEE  COMMINICATION  (No  Credit)  Theory, 
practice  of  employee-management  communication.  Principles,  media,  group 
relations,  employees'  opinion  surveys.  "How  to  do  it"  lectures  by  experts. 
Group  discussions. 

31.002  INSTITUTE  ON  MATERIALS  HANDLING  (No  Credit)  Materials  handling 
and  packaging;  principles,  fields  of  activity,  operating  problems,  space  utiliza- 
tion, determining  handling  costs  and  efficiency.    Organizational  aspects. 

31.003  INSTITUTE  ON  BUSINESS-GOVERNMENT  RELATIONS  (No  Credit) 
How  laws  affecting  business  are  made;  how  business  is  represented  in  Wash- 
ington; the  political  climate  and  the  competitive  system;  how  government  is 
managed. 

31.004  ANNUAL  ENERGY  INSTITUTE  (No  Credit)  Integrated  analysis  for  man- 
agement personnel  of  various  energy  industries  of  major  areas  of  common 
problems  of  production,  distribution,  consumption  of  energy.  Lectures,  panel 
discussions,  case  analyses. 

31.005  INSTITUTE  ON  PROFITABLE  MANAGEMENT  FOR  SMALL  BUSINESS 
(No  Credit)  Intensive  management  course  for  owners,  operators,  managers 
of  smnll  business  firms.  Offered  with  the  cooperation  of  the  Small  Business 
Administration. 

31.006  ANNUAL  TAX  INSTITUTE  (No  Credit)  One  day  intensive  workshop  on 
current  tax  problems,  new  legislation,  regulations  for  attorneys,  accountants, 
business  executives.  Lectures  by  outstanding  experts.  Question  and  answer 
sessions. 

31.007  INSTITUTE  OF  MANAGEMENT  FOR  APPLIANCE-TV  DEALERS  (No 
Credit)  Offered  for  National  Appliance  and  Radio-TA'  Dealers  Association. 
Principles  of  management,  merchandising,  budgeting,  store  organization  and 
operation,  advertising  and  promotion,  etc.  First  Year  and  Advanced  Programs 
offered  concurrently. 

31.008  TAX  ASPECTS  OF  REAL  ESTATE  TRANSACTIONS  (No  Credit)  Effective 
planning  of  transactions  for  most  desirable  tax  effects.  For  dealers  and 
investors  in  real  estate  (for  own  accounts  or  as  brokers  or  agents)  and  those 
connected  with  banks,  mortgage  companies,  or  other  types  of  financial  institu- 
tions engaging  in  real  estate  transactions. 

31.009  ADVANCED  TAX  PLANNING  IN  REAL  ESTATE  (No  Credit)  Advanced 
follow-up  to  31.008.  Sales-leasebacks;  construction;  investment  trusts;  other 
major  areas. 

31.010  INSTITUTE  ON  ADMINISTRATION  OF  CREDIT  AND  COLLECTIONS 
(No  Credit)  Managing  the  firm's  investments  in  accounts  receivable.  Case 
studies  dealing  with  policies,  terms,  instruments,  sources,  analysis  of  informa- 
tion.   Legal,  organizational,  operating  aspects. 

31.011  ANNUAL  INSTITUTE  OF  MANAGEMENT  FOR  ELECTRONICS  REP- 
RESENTATIVES (No  Credit)  Offered  for  Electronics  Representatives  Asso- 
ciation. Principles  of  management,  efficient  operation;  marketing  trends, 
developments. 

31.019  INSTITUTE  FOR  PROGRAM  EVALUATION  AND  REVIEW  TECH- 
NIQUES (PERT)  (No  Credit)  How  efficiency  is  gained  by  using  Program 
Evaluation  and  Review  Techniques.  Accurate  coordination  of  material,  pro- 
duction and  shipping  schedules  to  meet  important  deadlines. 

31.020  ANNUAL  INDUSTRIAL  TRANSPORTATION  AND  TRAFFIC  MANAGE- 
MENT  INSTITUTE  (No  Credit)  Management  development  program  for 
present  and  prospective  traffic  executives.  Role  of  traffic  management  in 
sales,  purchasing,  market  development.  Effective  organization,  operation  of 
traffic  department.   Developments  in  carrier  services,  facilities,  rates,  regulation. 
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31.021  A^NUAL   AIR    TRANSPORT   MANAGEMENT   INSTITUTE    (No   Credit) 

Intensive  study  of  trends,  problems  of  commercial,  military  air  transport. 
Changing  competitive  conditions;  regulatory  issues;  interrelations  of  civil, 
military  aviation.  Principal  management  problems,  effective  approaches  to 
their  solution. 

31.022  ANNUAL  RAILROAD  MANAGEMENT  INSTITUTE  (No  Credit)  Executive 
development  program  for  executives  responsible  for  direction  of  operations  and 
management  procedures. 

31.023  ANNUAL  MOTOR  TRANSPORTATION  MANAGEMENT  INSTITUTE  (No 
Credit)  Executive  development  program  for  top,  middle  management  execu- 
tives.   Current  problems  of  economics,  management,  regulation. 

31.025  ANNUAL  OCEAN  SHIPPING  MANAGEMENT  INSTITUTE  (No  Credit) 
Efficient  shipping  management;  finance;  administration;  merchant  marine  policy. 
For  executives  responsible  for  programing,  directing  operations. 

31.051  INSTITUTE  ON  ADMINISTRATION  OF  SCIENTIFIC  RESEARCH  AND 
DEVELOPMENT  (No  Credit)  For  persons  engaged  in  administration  of 
research  and  its  application. 

31.053  INSTITUTE  ON  ELECTRONICS  IN  MANAGEMENT  (No  Credit)  Current 
developments  in  electronic  processing  and  automation;  management  problems 
and  their  solutions;  field  visits  and  reports  on  experience;  potential  applications 
and  their  challenge  to  management. 

31.066  INSTITUTE  ON  CHURCH  FINANCE  (No  Credit)  Program  of  intensive 
short  courses  for  men  and  women  who  wish  to  develop  further  competence 
in  managing  financial  affairs  of  their  churches.  Budget  development;  fund 
raising;  purchasing  procedures;  Church  accounting. 

31.068  INSTITUTE  ON  CHURCH  PROPERTY  MANAGEMENT  (No  Credit) 
Series  of  intensive  short  courses  for  clergy  and  laity  who  feel  they  need  basic 
training  in  how  to  find  solutions  to  business  problems  often  met  in  administer- 
ing church  real  estate,  other  tangible  assets.  Capital  improvement;  maintenance 
program;  insurance  protection;  legal  considerations. 

31.501  INSTITUTE  OF  BUSINESS  FINANCE  FOR  HIGH  SCHOOL  TEACHERS 
(3)  Seminars,  discussions,  lectures,  field  trips,  to  increase  understanding  of 
how  business  firms  and  individuals  save,  borrow,  invest  funds.  Fellowships 
covering  tuition,  luncheons,  books  provided  by  District  of  Columbia  Savings 
and  Loan  League. 

31.504  INSTITUTE  ON  REAL  ESTATE  APPRAISAL  I  (3)  Official  demonstration 
case-study  course  of  American  Institute  of  Real  Estate  Appraisers.  Funda- 
mental theories,  principles,  mathematics  of  appraising.  Satisfactory  grade 
accepted  by  Appraisal  Institute  in  lieu  of  Required  Examination  No.  1.  11.576, 
11.577,   11.578,  and  11.582  recommended  hackgrotitul. 

31.505  INSTITUTE  ON  REAL  ESTATE  APPRAISAL  II  (3)  Case  .study  course  II 
of  American  Institute  of  Real  Estate  Appraisers.  Appraising  procedures, 
capitalization  techniques,  case  studies,  problems.  Credit  applicable  towards 
membership  in  Institute.  Prerequisite,  31.504  or  passing  Institute  Examina- 
tion I. 

31.551  INSTITUTE  ON  RECORDS  MANAGEMENT  (No  Credit)  Offered  in  co- 
operation with  the  National  Archives  and  Records  Service.  Emphasizes  con- 
structive approach  aimed  at  effective  and  economical  creation,  maintenance, 
retention  of  records  of  maximum  use  to  organization  concerned. 
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Baccalaureate  Program 


The  Faculty 


The  full-time  faculty  reflects  the  combination  of  strong  academic  background 
and  business,  government,  military  and  consulting  experience.  Several  have  served 
as  vice-presidents  of  their  firms;  one  for  two  terms  as  president  of  his  national 
association;  one  as  his  country's  representative  (with  Ambassadorial  rank)  to  an 
international  organization;  and  another  as  senior  research  specialist  for  a  U.S. 
Senate  Committee.  Currently,  full-time  facultv  are  serving  on  Boards  of  Directors 
of  business  firms;  as  committee  members,  officers  and  educational  consultants  of 
trade  and  professional  associations  (including  the  U.S.  Chamber  of  Commerce); 
in  editorial  capacities;  and  as  consultants.  Many  are  active  on  lecture  platforms 
throughout  the  country. 

Supplementing  the  full-time  faculty  are  experts  from  business,  government  and 
the  military  who  serve  on  the  part-time  faculty  and  as  guest  lecturers.  Utilizing 
the  knowledge  and  experience  of  practicing  executives  has  many  advantages. 
Students  meet  leaders  in  various  fields,  are  kept  closely  in  touch  with  current 
developments,  learn  how  operating  executives  think,  and  enjoy  many  benefits  not 
generally  available  to  college  students. 

For  non-business  courses,  the  School  draws  upon  the  entire  University  faculty 
of  nationally  and  internationally  recognized  scholars  and  experts  in  the  various 
areas  of  the  curriculum. 

FULL-TIME  FACULTY 

(Date  in  parentheses  following  each  name  is  the  date  of  first  appointment  to  the  Faculty) 

Professors 

Nathan  A.  Baily  ( 1946),  B.S.S.,  College  of  the  City  of  New  York;  M.A.,  Ph.D., 
Columbia  (Dean) 

Frank  G.  Coolsen  (1961),  B.S.,  Northwestern;  M.S.,  Ph.D.,  Illinois 

Marvin  L.  Fair  (1959),  B.A.,  Ohio;  M.A.,  Ph.D.,  Ohio  State.  (Director,  Trans- 
portation Program) 

Joseph  E.  Hampton  (1961),  B.S.,  Florida;  M.A.,  Ph.D.,  Ohio  State;  C.P.A., 
Florida.  (Director,  Accounting  Program) 

OLE  S.  Johnson  (1960),  B.A.,  Jamestown;  M.B.A.,  Northwestern;  Ph.D..  Pitts- 
burgh. (Director,  Marketing  Program) 

Howe  Martyn  (1961),  B.A.,  Toronto;  M.A..  Oxford 

NiKOS  G.  Photias  (1949),  B.A.,  Athens  University;  M.B.A.,  Handelshochschule- 
Koenigsberg;  M.Sc.Pol.,  Ph.D.,  Albertus  University-Koenigsberg;  LL.D.,  Fried- 
rich  Wilhelm  University-Berlin.  (Assistant  Dean,  Doctoral  Program;  Director, 
Managerial  Analysis,  International  Business  Programs) 

John  H.  Smith  (1947),  B.A.,  Iowa  State  Teachers  College;  M.B.A.,  PhD., 
Chicago 

Harold  B.  Wess  (1953).  B.S.,  College  of  the  City  of  New  York 

Emeriti 

Fritz  Karl  Mann  (1936),  Dr.Jur.,  Goettigen;  Ph.D.,  Berlin 

Leon  C.  Marshall  (1936),  B.A.,  LL.D.,  Ohio  Wesleyan;  B.A.,  M.A.,  Harvard 

Ernst  Posner  (1939),  Ph.D.,  Berlin 
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Associate  Professors 

Orton  W.  Boyd  (1959),  B.A.,  M.A.,  Ohio  State;  C.P.A.,  District  of  Columbia 
Henry  M.  Cunningham  (1960),  B.S.,  LL.B.,  I.L.M.,  Georgetown;  M.A.,  George 

Washington  (Assistant  Dean) 
Floyd  Graham  (1961),  B.A.,  M.A.,  Hawaii;  Ph.D.,  Ohio  State 
Elcanon  Isaacs  (1959),  A.B.,  LL.B.,  Cincinnati;  S.J.D.,  Harvard  (Coordinator, 

Business  Law  Curriculum) 
Seymour   A.   Kaufman    (1959),    B.A.,    Brooklyn;    M.A.,    George   Washington; 

C.P.A.,  Pennsylvania  and  District  of  Columbia 
Martin  L.  King  (1960),  B.S.,  Alabama;  M.S.,  Washington;  Ph.D.,  Ohio  State 
Theodore  H.  Levin  *   (1947),  B.A.,  M.A.,  Brooklyn 
Walter   F.   Muhlbach    (1957),   Ph.B.,   Chicago;   M.A.,   Ohio   State    (Director, 

Finance  Program) 
James  Owens  (1961),  B.A.,  M.A.,  Loyola  College;  Ph.D.,  Georgetown 
Harry  J.  Wheaton  (1959),  B.B.A.,  Washington;  M.B.A.,  American   (Assistant 

to  Dean,  Undergraduate  Program) 

Assistant  Professors 

Donald  Mark  Chang  (1961),  A.B.,  Nebraska;  LL.B.,  Yale;  Ph.D.,  Southern 
California 

Laura  L.  Karadbil  (1957),  B.S.  in  B.A.;  M.B.A.,  American 

Eloise  Nelson  Magaw  (1949),  B.S.,  Iowa;  M.A.,  Columbia.  (Director,  Secre- 
tarial Studies  Program) 

John  A.  Timour  (1961),  B.A.  Miami;  M.A.  George  Washington  (Resident  Di- 
rector, Southern  Air  Force  Base  Program) 


Graduate  Assistant — 1961-62 
John  B.  Boatwright,  B.A.,  Stanford;  M.A.,  American 

Fellows— 1961-62 

Harry  C.  Ballman  (Accounting);  B.S.  in  B.A.,  American 

Leonard  D.  Kamenyas  (American  Security  &  Trust  Company — Finance);  B.S. 

in  B.A.,  Georgetown 
Flemming  Leicht  (Transportation);  Candidatus,  Copenhagen;  M.S.,  Nebraska 

PART-TIME  FACULTY 

Adjunct  Professors 

Hugh  C.  Bickford  (1947),  Tax  Attorney;  LL.B.,  LL.M.,  National;  B.S.,  M.A., 
American 

Ernest  E.  Blanche  (1946),  President,  Ernest  E.  Blanche  and  Associates,  Inc.; 
A.B.,  A.M.,  Bucknell;  Ph.D.,  Illinois 

Harry  W.  Ketchum  (1939),  Director,  Office  of  Distribution,  U.S.  Department 
of  Commerce;  B.A.,  Denver;  M.B.A.,  Harvard 

Elmer  C.  Koch  (1940),  Research  Accountant,  Securities  and  Exchange  Com- 
mission; B.S.,  M.S.,  Illinois;  LL.B.,  Wisconsin 

Martin  Kriesberg  (1951),  Head,  Management  Analysis  Studies,  Marketing 
Economics  Division,  Economic  Research  Service,  U.S.  Department  of  Agri- 
culture; B.S.C.,  Northwestern;  Ph.D.,  Harvard 

*  On  Leave  of  Absence 
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Melvin  E.  Lewis  (1949),  Chief  Accountant,  Washington  Metropolitan  Area 
Transit  Commission;  B.A.,  George  Washington;  M.A.,  American;  C.P.A., 
State  of  Virginia 

Eugene  C.  Mover  (1947),  Manager,  Washington  Office,  Arthur  Young  and 
Company;  Board  of  Accounting  of  D.  C;  B.S.  Georgetown;  C.P.A.,  State  of 
Maryland 

Myles  E.  Robinson  (1949),  Director,  Department  of  Economics  and  Trans- 
portation, National  Coal  Association;  B.A.,  M.A..  Ohio  State;  Ph.D.,  North- 
western 

Professorial  Lecturers 

Martin    Atlas,    Vice-President,    Cafritz    Company;    A.B.,    New    York;    A.M., 

Columbia;  LL.B.,  George  Washington 
Russell  S.  Bernhard,  Attorney;  B.S.,  M.A.,  Northwestern;  LL.B.,  Harvard 
Oscar  Bessio,  Engineer,   National  Aeronautics  and  Space  Administration;  B.S. 

in  M.E.,  Cooper  Union;  M.S.  in  M.E.,  Columbia;  M.B.A.,  American 
William  J.  Burns,  Managing  Director,  Munitions  Carriers  Conference,  American 

Trucking  Association,  Inc.;  B.S.,  Maryland;  M.B.A.,  American 
Alfred  B.  Butts,  Consultant,  Office  of  Deputy  Assistant  Secretary  of  Defense 

for  Education  and  Manpower  Resources;  B.S..  M.A.,  Mississippi  State;  M.A.. 

Ph.D.,  Columbia;  LL.B.  Yale 
Lawrence    Dobrow.    Partner,    Larrahee   Associates   Advertising   Agency;   B.A., 

New  York 
Bernard  T.  Dodder,  President,  Dodder  Mutual  Insurance  Agency;  B.S.  Oklahoma 

A&M;  M.S.,  Iowa  State 
E.  J.  Engquist,  Jr.,  Director,  Statistics  Division,  Internal  Revenue  Service;  A.B.. 

Lawrence;  M.A.,  Illinois;  Ph.D.,  Northwestern 
Arthur  M.  Fisher,  Realtor;  President,  D.  C.  Chapter,  American  Institute  of  Real 

Estate  Appraisers;  M.A.I. 
Lloyd  Fletcher,  Jr.,  Commissioner,   U.S.  Court  of  Claims;  B.S.,  Texas;  J.D.. 

George  Washington 
Edwin  C.  Fors,  Accountant,  Securities  and  Exchange  Commission;  B.A.,  Harvard; 

C.P.A.,  District  of  Columbia 
Theodore  F.  Gautschi,  Vice  President,  Farragut  Square  Investment  Corp;  B.S. 

in  E.E.,  California;  M.S.  Ind.  Mgmt.,  M.I.T.;  D.P.A.,  Southern  California. 
Nelson   P.  Greller,   President,  Nelson  P.   Greller  &  Associates,   Management 

Consultants;  B.S.  in  C.E.,  New  York;  P.E.,  District  of  Columbia 
Leonard  I.  Jacobs,  Engineer,  National  Aeronautics  and  Space  Administration; 

Consultant,  Nelson  P.  Greller  &  Associates,  Management  Consultants;  B.C.E., 

College  of  the  City  of  New  York;  P.E.,  District  of  Columbia 
Maxwell  Kaufman,  Branch  Chief,  Corporation  Finance  Division,  Securities  & 

Exchange  Commission;  B.A.,  Brown;  M.B.A.,  Harvard 
Robert  W.  King,  Agency  Accounting  Officer,  Housing  and  Home  Finance  Ad- 
ministration; B.B.A.,  Washington;  C.P.A.,  State  of  Maryland 
Nathan    Lacher,    Supervisory   Auditor,    U.S.   Department   of  Agriculture;   B.S., 

College  of  the  City  of  New  York;  LL.B.,  New  York;  C.P.A.,  Stak  of  New  York 
Jac  Lehrman,  Vice-President,  Giant  Food  Inc. 
Frederick  A.   Marsteller,   Marsteller,  McCabe  &   Co.,  Inc.,  Realtors;  B.A., 

Washington  &  Lee 
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Arthur  A.  May,  Farmer,  Boucher,  May  &  Associates;  Regional  Vice  President, 
American  Institute  of  Real  Estate  Appraisers;  M.S.,  Detroit  Institute  of  Tech- 
nology; M.A.I. 

Ferd  Nauheim,  Partner,  Kalh  Voorhis  and  Company;  Direct  Mail,  Sales,  and 
Sales   Training  Consultant;   Past-President,    Washington   Sales   Executives   Club 

Stanley  Nehmer,  Economist,  International  Bank  for  Reconstruction  and  Re- 
development; B.S.S.,  College  of  the  City  of  New  York;  M.A.,  Columbia 

James  M.  Parrish,  Director  of  Education,  Officers  Assignment  Directorate,  De- 
partment of  the  Army;  B.S.,  M.S.,  Alabama;  Ph.D.,  North  Carolina 

Milton  Pearl,  Public  Lands  Consultant,  Committee  on  Interior  and  Insular 
Affairs,  U.S.  House  of  Representatives;  A.B.,  J.D.,  New  York;  M.A.I. 

William  C.  Pennington,  Accountant;  B.S.,  Maryland;  C.P.A.,  State  of  Maryland 

Albert  M.  Prosterman,  President,  A.  M.  Prosterman  &  Associates,  Marketing 
Consultants;  A.B.,  Illinois 

A.  M.  Prothro,  Director,  Legal  Division,  Federal  Housing  Administration;  B.A., 
Baylor;  LL.B.,  George  Washington. 

John  R.  Riggleman,  B.A.,  Cornell;  M.B.A.,  Harvard;  Ph.D.,  Johns  Hopkins 

William  F.  Rogers,  Jr.,  Director  of  Personnel,  Giant  Food,  Inc.,  A.B.,  Arkansas 

Irving  G.  Rudd,  Resident  Partner,  Sutro  Brothers  &  Company;  B.S.,  Harvard; 
M.A.,  Columbia 

David  Sachs,  Partner,  George  S.  King  Company,  Realtors;  B.A.,  Michigan; 
M.B.A.,  Harvard;  M.A.I. 

Jacob  Seidenberg,  Industrial  Relations  Consultant;  B.S.,  Temple;  LL.B.,  Pennsyl- 
vania; Ph.D.,  Cornell 

Harold  H.  Shively,  Retired  Dean,  University  of  West  Hartford;  A.B.,  M.A., 
J.D.,  Ohio 

Harry  F.  Sieber,  Jr.,  Chief,  Automatic  Data  Processing  Branch,  Office  of  the 
Chief  Signal  Officer,  Army  Communications  Systems  Division;  B.S.,  Maryland; 
M.S.,  Johns  Hopkins 

Milton  A.  Smith,  Associate  General  Counsel,  United  States  Chamber  of  Com- 
merce; LL.B.,  Washington  College  of  Law 

Nathaniel  Stewart,  Planning  and  Development  Officer,  Public  Administration 
Division,  I.C.A.;  B.S.,  M.S.,  College  of  the  City  of  New  York;  D.E.,  Columbia 

George  E.  Strong,  General  Counsel  and  Assistant  to  Director,  Federal  Mediation 
and  Conciliation  Service;  A.B.  Kansas;  Ph.B.,  Chicago;  LL.B.,  George  Wash- 
ington 

Carey  Winston,  President,  The  Carey  Winston  Company;  Past-President,  Wash- 
ington Real  Estate  Board;  C.P.M. 

Lecturers 

Charles  G.  Herns,  Attorney;  A.B.,  Pennsylvania  State;  A.M.,  Columbia;  LL.B., 

Fordham. 
Gordon    B.    Birrel,   Director   of  Personnel,   National   Radio   Institute;   B.F.S., 

Georgetown;  M.B.A.,  American 
Richard  L.  Bolster,  Registered  Representative,  Harris,  Upham  &  Co.;  B.S.  in 

B.A.,  American;  M.B.A.,  New  York 
Donald  R.  Brenner,  Attorney;  B.Sc,  LL.B.,  Ohio  State 
Sherman  F.  Carter,  General  Staff  Officer,  Office  of  Comptroller  of  the  Army, 

HQ,  Department  of  the  Army;  B.S.,  Georgia;  M.B.A.,  Syracuse 
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James  Arthur  Clark,  Financial  Analyst,  Securities  and  Exchange  Commission; 

B.S.,  Temple;  M.B.A.,  Drexel 
Herschel    Cutler,    Staff    Transportation    Officer,    Economist,    Military    Traffic 

Management  Agency,  U.S.  Army;  B.S.  in  B.A.,  Boston;  M.B.A.,  Pennsylvania; 

Ph.D.,  Syracuse 
Gabriel   J.    Danihel,   Accountant,    Securities    &    Exchange   Commission;    J.D., 

University  of  Bratislava;  M.B.A.,  New  York 
Leo    David.    Property    and   Leasing   Manager,    Greenhoot   Inc.,    Realtor;    B.A., 

George  Washington;  M.B.A.,  Harvard 
Albert  L.  DeMond,  Supervising  Director,  Department  of  Business  Education, 

D.  C.  Board  of  Education;  B.S.,  Syracuse;  M.B.A.,  New  York;  Ph.D.,  Catholic 
Alvin  Dobbin,  Director  of  Distribution,  Giant  Food,  Inc.;  B.S.  in  B.A.,  American 
Guy    Douyon,    International    Economist,    Inter-American    Development    Bank; 

Licencie  en  Droit,  Haiti;  M.B.A.,  American 
George   M.   Ferris.   Jr.,   Managing  Partner,   Ferris   and  Company,   Investment 

Bankers,  B.S.,  Princeton;  M.B.A.,  Harvard 
Bernard    Feuer,    Supervising    Attorney-Advisor,    Bureau    of    Finance,    I.C.C.; 

B.B.A.,  City  College  of  New  York;  LL.B.,  St.  Johns;  M.B.A..  American 

Robert  P.  Gatewood,  Robert  P.  Gatewood  and  Company,  Financial  Advisors; 

President.  D.  C.  Chapter,  American  College  of  Life  Underwriters;  B.S.,  U.S. 

Naval  Academy;  C.L.U. 
Robert  T.  Gladstone,  Partner,  Hammer  &  Associates,  Economic  and  Business 

Research;  B.S..  Massachusetts  Institute  of  Technology;  M.S.,  North  Carolina 
Robert  E.  Goldsten,  Partner,  Goldsten  Bros.,  Realtors;  B.S.;  LL.B.,  Virginia 
Barnet  Greene,  Senior  Accountant,  Marinus  Koster;  B.S.  in   B.A.,   American; 

C.P.A.,  State  of  Maryland 
Eunice  F.   Hair,   Transportation  Specialist,   General  Accounting  Office:   B.S.   in 

B.A.;  M.B.A.,  American 
D'Arcy  Harvey,  Chief,  Program  Control  Staff,  Civil  Aeronautics  Administration; 

B.A.,  Montana;  M.A.,  Chicago 
Robert  A.  Heintze,  B.A.,  George  Washington;  M.B.A.,  Syracuse 

Prosper  Hill,  Vice  President,  J.  D.  Marsh  &  Associates,  Inc.;  B.A.,  Washington; 
M.B.A.,  Pennsylvania  State 

Alden  W.  Hoage,  Attorney;  A.B.,  Maryland;  LL.B..  LL.M.,  George  Washington 

Raymond  W.  Hoecker,  Chief,  Wholesaling  &  Retailing  Research  Branch,  Agri- 
cultural Marketing  Service,  U.S.  Department  of  Agriculture;  President,  D.  C. 
Chapter,  American  Marketing  Association;  B.S.,  Iowa  State;  M.S.,  Ph.D.,  Cornell 

Hammet  Hough,  Registered  Representative,  Ferris  &  Company;  B.A.,  Oklahoma; 
M.B.A.,  Harvard 

Gene  W.  Houser,  Comptroller,  Cooper  Trent  of  Virginia,  Inc.;  B.S.  in  B.A., 
American;  C.P.A.,  State  of  Virginia 

Elbert  T.  Hovatter,  Air  Force  Systems  Command;  A.B.,  Fairmont  State  Teach- 
ers; M.B.A.,  American 

Wayne  E.  Howard,  Special  Assistant  to  Director,  Federal  Mediation  and  Concilia- 
tion Service;  B.S.  in  Econ.;  M.B.A.,  Wharton;  Ph. IS,  Pennsylvania 

Clyde  W.  Humphrey,  B.S.,  Eastern  Kentucky  State;  M.A.,  George  Peabody; 
M.R.E.,  Wesley  Theological  Seminary  (Also  Director,  Center  for  Church  Busi- 
ness Management) 
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Virginia  W.  James,  B.S.  in  Bus.  Ed.,  Stetson;  M.A.  in  Bus.  Ed.,  Columbia 
Carl  P.  N.  Jensen,  B.S.,  California;  M.A.,  Columbia 

Robert  W.  Jones.  A. A.,  Goldey  College;  B.S.,  American;  M.Ed.,  Pennsylvania 

State 

Martin  L.  Kamerow,  Partner,  Kamerow  &  Serber;  B.C.S.,  M.C.S.,  Benjamin 
Franklin;  C.P.A.,  Virginia,  Maryland  and  District  of  Columbia 

Nicholas  Kapnistos,  Attorney;  B.S.,  Bethany;  M.B.A.,  LL.B.,  American 

L.  C.  Kendall,  Commercial  Shipping  Advisor,  Military  Sea  Transportation  Serv- 
ice, U.S.  Navy;  B.A.,  M.A.,  Tulane 

Jack  Kleiner,  Variable  Annuity  Life  Insurance  Co.;  B.B.A.,  Georgia;  M.B.A., 
LL.B.,  LL.M.,  S.J.D.,  New  York 

Arnold  M.  Kronstadt,  Partner,  Collins  and  Kronstadt,  Architects  and  Engi- 
neers: B.M.E.,  George  Washington;  P.E.,  State  of  Maryland  and  District  of 
Columbia 

Anthony  H.  C.  Lewis.  Investment  Officer,  International  Finance  Corporation; 
B.A..  M.A.,  Cambridge;  M.B.A.  (Dip.)   McGill 

Jerome  P.  Lewis,  Partner,  Regardie  &  Brooks;  A.B.  in  Econ.,  Washington  &. 
Jefferson;  A.B.  in  Accounting,  George  Washington:  C.P.A..  District  of  Columbia 

George  J.  Link.  General  Agent,  National  Metropolitan  Corporation;  B.S., 
Roanoke 

Edward  B.  McAllister.  Accountant;  B.S..  Maryland;  C.P.A..  State  of  Maryland 

Leland  W.  McCloud.  B.S.,  M.S.,  North  Texas;  Ph.D.,  Texas 

William  T.  McDermott,  Accountant,  U.S.  Department  of  Agriculture;  B.S.,  New 
Hampshire;  Ed.M..  Boston;  LL.B..  George  Washington;  B.C.S..  Benjamin 
Franklin 

Paul  McDonald.  Assistant  to  Divisional  Merchandise  Manager,  The  Hecht  Co.; 
B.S.  in  B.A.,  M.B.A. ,  American 

Joseph  M.  McNamara,  Assistant  Treasurer,  National  Permanent  Savings  and 
Loan  Association;  B.S.  in  F.S..  Georgetown;  LL.B.,  Georgetown  Law 

Martin  Maltenfort.  Management  Analysis  Officer,  Department  of  Defense; 
B.S.  in  Ed..  M.S.  in  Ed..  Montclair  Teachers;  M.B.A.,  American 

William  O.  Mann.  Lawyer,  Bernstein.  Kleinfeld  &  Alher;  B.A..  Texas;  M.B.A.. 
Kansas;  LL.B..  George  Washington 

Charles  D.  Mears,  Assistant  Vice  President  and  Manager,  Mortgage  Loan  De- 
partment, Frank  S.  Phillips,  Inc.,  Realtors;  B.A.,  Maryland;  M.A.L 

Joseph  Mensh,  Sidney  Z.  Mensh  &  Co..  Realtors;  LL.B.,  LL.M.,  National 

Malcolm  D.  Miller.  Acting  Commissioner,  Transportation  and  Public  Utilities 
Division;  Office  of  General  Counsel,  General  Services  Administration;  B.A., 
Grinnell;  LL.B.,  Georgetown 
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Robert  Mintz.  Systems  Accountant,  National  Aeronautics  and  Space  Adminis- 
tration; B.S.,  New  York;  LL.B.,  St.  Johns;  C.P.A.,  State  of  New  York 

David  Osnos.  Attorney;  A.B..  LL.B..  Harvard 

Edward  D.  Perkins,  Special  Representative,  Pan-American  Airways;  B.A.,  Michi- 
gan; M.B.A..  American 

Walter  M.  Prichard,  Procurement  Manager,  Emerson  Research  Laboratories; 
President,  Washington  Purchasing  Agents  Association;  B.S.,  Maryland;  M.B.A., 
American 

Leonard  M.  Reamer,  Supervisor,  Peat.  Marwick,  Mitchell  &  Co.;  B.S.,  Maryland; 
C.P.A.,  State  of  Maryland  and  District  of  Columbia 

Shirley  Reef,  B.S.,  M.B.A.,  American 

Aaron  Rosloff.  Accountant,  Morris  B.  Hariton  Company;  B.S.,  American; 
C.P.A.,  District  of  Columbia 

Walter  A.  Rotkis,  Chief,  Research  Branch,  Force  Analysis  Division,  USAF; 
A.B.,  Illinois;  M.Litt.,  Pittsburgh;  M.B.A.,  American 

John  J.  Safer,  Realtor;  A.B.,  George  Washington;  LL.B.,  Harvard 

William  B.  Saunders,  Saunders,  Banks  &  Co.;  B.A.,  Harvard;  M.A.,  American 

Wilson  L.  Scott.  Data,  Unlimited;  B.A..  Yale;  M.A..  Ph.D.,  Johns  Hopkins 

Casper  R.  Seline.  Vice  President,  Boyce  Morgan  Associates,  Direct  Mail  and 
Business  Consultants;  B.S..  American 

Winfred  R.  Sellers,  Equity  Annuity  Life  Insurance  Co.;  B.S.  in  B.A..  American 

Jack  Serber.  Partner,  Kamerow  &  Serber,  Certified  Public  Accountants;  B.A., 
Brooklyn;  C.P.A..  District  of  Columbia  and  Maryland;  B.C.S.,  M.C.S.,  Benja- 
min Franklin 

Albert  H.  Small,  Economist,  General  Services  Administration;  A.B.,  Brooklyn; 
M.A.,  American 

M.  Anthony  Sonnino,  Senior  Examiner,  Civil  Aeronautics  Board;  M.A.,  George 
Washington;  M.B.A.,  Ph.D.,  American;  C.Sc.D.,  University  of  Rome 

W.  Alex  Spencer,  B.A.,  Washburn;  M.A.,  Columbia 

Herbert  E.  Stats,  Management  Consultant;  B.S.  in  B.A.,  LL.B..  American 

Dorothy  M.  Thompson,  B.A.,  M.A.,  George  Washington 

Robert  S.  Triplett,  Jr.,  Mathematical  Statistician,  U.S.  Navy;  B.S.,  Kentucky; 
M.A.,  Chicago 

Charles  R.  Weaver,  Manager,  Retail  Service,  Thompson's  Dairy;  B.A.,  M.B.A., 
Harvard 

George  C.  Webster,  President,  George  C.  Webster  and  Associates,  Management 
Consultants;  B.S.,  Maryland;  M.B.A.,  Harvard;  LL.B.,  LL.M.,  Georgetown 

William  Weinfeld,  Chief,  Research  &  Statistics  Division,  Civil  Aeronautics 
Board;  B.E.E.,  Northeastern;  A.B.,  M.A.,  Minnesota 

Secretarial  Staff 

Elizabeth   S.   Bouve Secretary 

Dorothy    E.    Briggs Secretary 

Mary   Ellen  Cavanagh Secretary 

Elizabeth    M.    Cunningham Secretary 

Betty  Ann   Dean Secretary 

Louise   E.   Mullen Secretary 

Mary  Otteson    Secretary 
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The  Corporation 


Established  by  Act  of  Congress  of  the  United  States  of  America,  February  24,  1893. 


John  M.  Reeves 
Charles  C.  Parlin 
Ralph  D.  Smith 


Chairman 
Vice  Chairman 
Secretary 


MEMBERS  OF  THE  BOARD  OF  TRUSTEES 


Honorary 

General  Dwight  D.  Eisenhower 

Gettysburg 

Pennsylvania 
The  Honorable  Herbert  Hoover 

Waldorf  Towers 

Waldorf-Astoria  Hotel 

New  York.  New  York 
The  Honorable  Harry  S.  Truman 

Independence 

Missouri 
Bishop  G.  Bromley  Oxnam 

187  Garth  Road 

Scarsdale,  New  York 


Miss  Bertha  S.  Adkins 

321  Park  Avenue 

Salisbury,  Maryland 
Dr.  Scott  B.  Appleby 

1241  Sixth  Street,  N.  E. 

Washington  2,  D.  C. 
Dr.  Lyle  W.  Ashby 

National  Education  Association 

1201  16th  Street,  N.  W. 

Washington  6,  D.  C. 
Mr.  Harold  I.  Baynton 

6101  Stardust  Lane 

Bethesda  14,  Maryland 
Mr.  Donald  S.  Bittinger 

1100  H  Street,  N.  W. 

Washington  5,  D.  C. 
Mr.  Francis  H.  Boland,  Jr. 

American  Car  Foundry  Industries 

750  Third  Avenue 

New  York,  New  York 
Mr.  Howard  Booher 

Linden  Farm 

Senecaville,  Ohio 
Mr.  Earl  Bunting 

Westchester  Apartments 

3900  Cathedral  Avenue,  N.  W. 

Washington  16,  D.  C. 
Mr.  George  C.  Clarke 

Belmont 

Box  354 

Leesburg,  Virginia 


Dr.  Horace  E.  Cromer 

7502  Comet  Road 

Richmond  29,  Virginia 
Mr.  W.  Yule  Fisher 

National   Highway  Users  Conference, 
Inc. 

952  National  Press  Building 

Washington  4,  D.C. 
Dr.  Arthur  S.  Flemming.  President 

University  of  Oregon 

Eugene,  Oregon 
Bishop  Paul  N.  Garber 

404  Methodist  Building 

Richmond  19,  Virginia 
Mr.  Charles  C.  Glover,  III 

5235  Duvall  Drive 

Westmoreland  Hills 

Washington  16,  D.  C. 
Dr.  John  O.  Gross 

Board  of  Education  of 
The  Methodist  Church 

Box  871 

Nashville  2,  Tennessee 
The  Reverend  W.  Kenneth  Hoover 

4700  Drummond  Avenue 

Chevy  Chase  15,  Maryland 
Mr.  Arthur  C.  Houghton,  President 

A.  C.  Houghton  &  Son,  Inc. 

1418  H  Street,  N.  W. 

Washington  5,  D.  C. 
Mr.  James  M.  Johnston 

Johnston,  Lemon  and  Company 

900  Southern  Building 

Washington,  D.  C. 
Mr.  Edwin  L.  Jones 

Chairman  of  the  Board 

J.  A.  Jones  Construction  Co. 

P.O.  Box  966 

Charlotte  1,  North  Carolina 
The  Honorable  B.  Everett  Jordan 

United  States  Senate 

Washington  25,  D.  C. 


Mr.  Samuel  H.  Kauffmann,  President 

The  Evening  Star 

225  Virginia  Avenue,  S.  E. 

Washington  3,  D.  C. 
Mr.  Abraham  S.  Kay 

Indian  Spring  Country  Club 

Silver  Spring.  Maryland 
Mr.  Otto  E.  Koegel 

Royall,  Koegel  &  Rogers 

100  Broadway 

New  York  5,  New  York 
Mr.  John  L.  Laskey 

Laskev  and  Laskey 

1426  G  Street,  N.  W. 

Washington  5,  D.  C. 
Dr.  Edward  G.  Latch 

Metropolitan  Memorial 
Methodist  Church 

Nebraska  and  New  Mexico  Avenues, 
N.  W. 

Washington  16,  D.  C. 
Dr.  Robert  M.  Lester 

The  Southern  Fellowships  Fund 

119  North  Columbia  Street 

Chapel  Hill,  North  Carolina 
Bishop  John  Wesley  Lord 

100  Maryland  Avenue,  N.  E. 

Washington  2,  D.  C. 
Bishop  Paul  E.  Martin 

5215  South  Main 

Houston  2,  Texas 
Dr.  Raymond  W.  Miller 

2540  Massachusetts  Avenue,  N.  W. 

Washington  8,  D.  C. 
Mr.  Bradshaw  Mintener 

1741  K  Street,  N.  W. 

Washington  6,  D.  C. 
Dr.  John  M.  Orem,  President 

Sibley  Memorial  Hospital 

Washington  16,  D.  C. 
Mr.  Charles  C.  Parlin 

Shearman  and  Sterling 

20  Exchange  Place 

New  York  5,  New  York 
Tlie  Honorable  Richard  C.  Patterson,  Jr. 

625  Madison  Avenue 

New  York  22,  New  York 
Mr.  J.  Craig  Peacock 

Williams,  Myers  &  Quiggle 

Munsey  Building 

Washington  4,  D.  C. 
The  Honorable  E.  Barrett  Prettyman 

Circuit  Judge 

United  States  Court  of  Appeals 

Washington  25,  D.  C. 


Mrs.  Helena  D.  Reed 

Assistant  U.  S.  Attorney  for  the 
District  of  Columbia 

New  Court  House 

Constitution  Avenue 

Washington  25,  D.  C. 
Mr.  John  M.  Reeves 

Box  230 

Pinehurst,  North  Carolina 
Mr.  Roland  Rice 

618  Perpetual  Building 

HUE  Street,  N.  W. 

Washington  4,  D.  C. 
Major  J.  Garfield  Riley 

1734  P  Street,  N.W. 

Washington  6,  D.  C. 
Colonel  William  E.  Schooley 

American  Security  and  Trust  Company 

1 5th  Street  and  Pennsylvania  Avenue, 
N.  W. 

Washington  5,  D.  C. 
Dr.  Albert  P.  Shirkey 

900  Massachusetts  Avenue,  N.  W. 

Washington  1,  D.  C. 
Dr.  Ralph  D.  Smith 

1370  Locust  Road,  N.W. 

Washington  12.  D.  C. 
Dr.  Guy  E.  Snavely 

2122  Massachusetts  Avenue,  N.  W. 

Washington  8,  D.  C. 
The  Honorable  John  Sparkman 

United  States  Senate 

Washington  25,  D.  C. 
Mr.  L.  P.  Steuart,  President 

L.  P.  Steuart,  Inc. 

1440  P  Street,  N.  W. 

Washington  5,  D.  C. 
Mr.  Dan  Terrell 

Director  of  Publicity 

Metro-Goldwyn-Mayer 

1540  Broadway 

New  York,  New  York 
Dr.  Norman  L.  Trott,  President 

Wesley  Theological  Seminary 

4400  Massachusetts  Avenue,  N.  W. 

Washington  16,  D.  C. 
Dr.  Marjorie  Fraser  Webster,  President 

Marjorie  Webster  Junior  College 

Washington  12,  D.  C. 
Mr.  Davis  Weir 

1200  ISth  Street,  N.  W. 

Washington  6,  D.  C. 


Graduate  Degrees  Awarded 

Ph.D.  in  Business  Administration 

The  Ph.D.  in  Business  Administration  was  established  effective  Fall  1957-1958, 
The  first  degree  to  be  awarded  was  conferred  in  June  1961  to: 

Albert  Gibby  Sweetser,  B.A.,  Harvard;  M.B.A.,  New  York;  Chairman.  Depart- 
ment of  Finance.  School  of  Business  Administration,  Duquesne  University. 
Dissertation:  The  Public  Utilitx  Status  of  Commercial  Warehousing  in  the 
U.S.:  An  Investigation  into  Its  History,  Scope  and  Justification. 

Master  of  Business  Administration 

1961 


David  Georg  Abraham. 
James  Edward  Arneson,   B.S. 


Kenneth  James  Auberger,  B.B.A.,  St. 
Bernardine  of  Siena;  LL.B.,  Ameri- 
can, 

John  Allen  Berna.  B.S.,  American, 

Walter  James  Clark.  B.S.,  Maryland. 

Vincent  Louis  Cogliano,  B.S.,  Ameri- 
can. 

Edwin  Branan  Cooper,  B,S,,  Maryland; 
M.Litt..  Pittsburgh. 

Berta  Clemencia  Davila.  B.A.,  Rad- 
cliffe, 

Robert  George  Dippel,  B,A,,  Duquesne. 

John  William  Duchesne,  B.A..  Catholic, 

Kenneth  Fuhrman  Dussinger,  B.S.. 
Denver. 

Jeanne  Suzanne  Gessay,  B.S.,  Connecti- 
cut. 

Herbert  J.  Groelinger.  B.S.,  City  Col- 
lege of  New  York. 

Eunice  Frances  Hair,   B,S.,  American. 

Md.  Shamsul  Haque.  B.Comm.,  M. 
Comm..  University  of  Dacca.  East 
Pakistan. 

Kenneth  C.  Judd,  B,A„  George  Wash- 
ington, 


Paul  David  Kagen,  B.S.,  City  College 
Ameri-  of  New  York. 

Richard  Gerald  Link.  B.S.,  American, 

Aktham   Kadhum    Makiya.    Licentiate, 
University  of  Baghdad.  Iraq. 

Harrison    Moore    Markley,    Jr..    B.S„ 
West  Virginia. 

Hunt    Vreeland    Martin,    Jr.,    B.C.E., 
Rensselaer   Polytechnic   Institute. 

Joseph  Lee  McGuire.  B.S.,  Missouri. 

Thomas  Francis  McLister,  B.S..  George- 
town. 

George  Wythe  Michael.  B.S..  Virginia, 

David  Moros,  B,S,,  Tufts. 

Vincent  James   Pizzurro.   B.S. 
State. 

Shirley  Robinowitz  Reff,  B.S.,  Ameri- 
can. 

Anthony  Edwin  Reynolds,  B.S. 
land, 

Walter    Anton    Rotkis, 
M.Litt..  Pittsburgh. 

Jag  Mohan  Singh.  B.A, 
Delhi.  India, 

Charles    Joseph    Smith, 
LL.B.,  Baltimore. 

John  Wilber  Young,  B.S.,  Illinois, 


Wayne 
Vmeri- 
Mary- 
Illinois; 
University  of 
B,S.,    Loyola; 


B.A 


1960 


Raymond  William  Alcorn,  B.S.,  Ameri- 
can, 

Harry  Robert  Arcularius,  B.S.,  Agri- 
cultural and  Mechanical  College  of 
Texas. 

Walter  Joseph  Baaden,  Jr.,  B.A.,  lona, 

Harry  Birchard,  B.S.,  Bucknell. 

Gordon  B.  Birrel,  B.F.S.,  Georgetown. 

Edward  Murray  Brodie,  B,S.,  Mary- 
land. 


B.A. 


James    Leroy 

Francis. 
Jack  Diamond, 

ton. 
Guy    A.    Douyon,    Licencie   en 

University  of  Haiti, 
Robert  Gerald  Dubinsky,  B,A.E.,  New 

York, 
Bernard  Feuer,  B,B,A,,  City  College  of 

New  York. 


Carruthers,    B.A.,    Saint 
George  Washing- 
Droit, 
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Donald  Finter,  B.A..  Franklin  College 
of  Indiana. 

Robert  Bruce  Hamilton,  B.S..  Ameri- 
can. 

Louise  Delano  Houghteling.  B.A.,  Vas- 
sar. 

Raymond  Guy  Kilpatrick,  B.S..  Louisi- 
ana State. 

George  Raymond  Lehnert,  B.S.,  Balti- 
more. 

Peirre  Eugene  Lorenger,  B.S..  Morn- 
ingside  College. 

Viroj  Lowhaphandu.  B.  Commerce, 
University  of  Thammasat,  Thailand. 

Aboulmoali  Zadeh  Mansuri,  Law  Grad- 
uate, University  of  Teheran. 

Zachariah  Mathew.  B.Sc,  University  of 
Travancore,  India. 

Paul  McDonald,  B.S.,  American. 

Martyn  LeDuc  Miller.  Certificate,  Har- 
vard Graduate  School  of  Business 
Administration. 

William  Jack  Millis,  B.E.,  Rensselaer 
Polytechnic  Institute. 


Ray  Carl  Milton,  B.S.,  United  States 
Military  Academy. 

Daniel  Joseph  Mullane,  Jr.,  B.S.,  Mary- 
land. 

Joseph  Howard  Murphy,  B.S.,  Ameri- 
can. 

James  Milton  Murray,  B.S.,  American. 

Vilmer  N.  Nelson,  B.S.,  American. 

Lewis  Frank  Norwood,  B.  Agriculture, 
Massachusetts. 

Shivkumar  Purushottam  Pandva,  B. 
Commerce,  Gujarat  University.  In- 
dia. 

Herbert  Keefe  Rockwell.  B.S.,  Shep- 
herd. 

Mohammad  Faiz  Adib  Sawwaf,  B.S., 
American. 

Robert  Augustine  Seidel,  B.S.,  Mount 
Saint  Marv's. 

Ronald  L.   Steiger,   B.M.E.,  Louisville. 

Allen  Jay  Vander-Staay,  B.S.,  Ameri- 
can. 

Harland  LeRoy  Weidner,  B.S.,  Ameri- 
can. 

Gene  T.  West,  B.S.,  Maryland. 


1959 


Frank  Atlee  Allen.  B.S.,  Indiana. 
John  Fiske  Barnard,  B.A.,  Yale. 
Charles    Carroll    Carter,    Ph.B.,    Notre 

Dame. 
Kuang   Che   Chu,   Graduate.   National 

Institute  of  Political  Science,  China. 
Arthur    Irving    Cooper,     B.A.,     Johns 

Hopkins. 
Charles  Edwin  Creager,  B.S.,  Baltimore. 
Paul  Oliver  Drury,  Jr.,  B.M.E.,  George 

Washington. 
Merrill  A.   Ewing,  B.S.,  Simpson. 
Stanley  Sidney  Fine,  B.S.,  United  States 

Naval  Academy. 
Nikoiajs  Gravitis,  Master  of  Economic 

Sciences,  University  of  Latvia. 
Katherine  Joan  Hinman,  B.A..  Vassar. 
Stewart  O.  Hovland.  B.S..  American. 
Ross   Herman   Johnson,    B.S.,    Purdue; 

M.S.,  Pittsburgh. 
Homer  Walter  Jones,  Jr.,   M.E.,  M.S., 

Stevens  Institute  of  Technology. 
Linda   Silverman   Kantor,   B.A.,    Bran- 

deis. 


Martin  Maltenfort,  B.A.,  M.A.,  New 
Jersey  State  Teachers  College. 

David  Stephen  Mayer,  B.S.,  Virginia 
Polytechnic  Institute. 

Walter  Clinton  Merrell.  B.S..  Ameri- 
can. 

Milton  Ralph  Moeschlin,  B.A..  Penn- 
sylvania State. 

William  Edward  Reid,  B.S.,  Maryland. 

Bruce  William  Reyle,  B.A.,  Duke. 

W.  James  Rice,  B.S.,  Michigan. 

John  V.  Seaver,  B.S.,  Lehigh. 

Richard  Charles  Sullivan,  B.B.A.,  Wis- 
consin. 

Harry  Amos  Thomas,   B.A.,   Amherst. 

Harry  Joseph  Wheaton,  B.B.A.,  Uni- 
versity of  Washington. 

David  Gene  Wille,  B.A.,  Pennsylvania 
State. 

Fuad  S.  Zakko,  Licence  in  Law,  Col- 
lege of  Commerce  and  Economics, 
Iraq. 
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1958 


Ernest  C.  Barker,  B.S.,  American. 

Marvin  Lewis  Blaylock,  B.S.,  Ameri- 
can. 

Harold  Almon  Burch,  B.S.,  Pennsyl- 
vania. 

William  Joseph  Burns,  B.S.,  Maryland. 

Carl  Edward  Darrow,  B.S.,  New  York 
State  College  of  Forestry. 

Souheil  E.  Elia,  B.B.A.,  American  Uni- 
versity of  Beirut,  Lebanon. 

Seymour  Fruchter,  B.B.A.,  City  College 
of  New  York. 

Robert  Thomas  Heltzel,  B.A..  Ameri- 
can. 

Juan  R.  Herrans,  B.B.A.,  Puerto  Rico. 

Allen  Woodger  Himes,  B.S.,  California. 


George  B.  Holmes,  B.S.,  Howard. 
George    Henry    Iber,    B.A.,    Syracuse; 

A.M.,  New  York. 
Hilda   McGill   James,    B.S.,   Tennessee 

Agricultural  and  Industrial  State. 
Laura  L.  Karadbil,  B.S.,  American. 
Edward  Milanette,  B.S..  American. 
James  Francis  Morrill,  B.A.,  Yale. 
Ross  Patterson  Obley,  B.S.,  Pittsburgh. 
Royal  Elwood  Odell,  B.S.,  Adrian. 
Phillip  Oliver  Pegg,  B.S.,  American. 
Pierre   Poitras.  B.S.C.,   Laval,   Canada. 
Ethel  C.  Fox  Rollins,  B.S.,  American. 
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Gifts  and  Endowments 

Like  all  private  universities,  The  American  University  must  look 
to  private  sources  for  funds  to  supplement  its  income,  make  possible 
the  growth  of  its  activities  and  maintain  and  increase  the  quality  of 
its  educational  programs.  As  a  university  serving  the  nation  in  the 
nation's  capital,  it  depends  on  its  friends  from  all  parts  of  the  country 
for  support. 

The  School  of  Business  Administration,  the  first  such  School  in 
the  nation's  capital,  is  The  American  University's  tangible  recognition 
of  the  importance  of  private  business  enterprise  to  our  society  and  of 
the  value  of  sound  business  principles  in  the  management  of  our  gov- 
ernment. The  School,  therefore,  has  a  unique  opportunity  to  contribute 
to  the  welfare  of  the  business  community  and  the  nation. 

The  School  is  pioneering  in  developing  a  non-political  meeting 
ground  between  business  and  government  where  business  executives 
and  government  officials  can  learn  to  understand  each  other  better  to 
the  benefit  of  our  society. 

Many  progressive  business  organizations,  local  and  national,  have 
encouraged  the  growth  of  this  first  School  of  Business  Administration 
in  the  nation's  capital  by  contributing  to  the  financial  resources  neces- 
sary for  successfully  meeting  this  unique  opportunity.  These  include 
the  Whirlpool  Corporation  which  established  a  Chair  of  Marketing,  the 
Charles  H.  Tompkins  Construction  Co.,  Sears  Roebuck  &  Co.,  Inter- 
national Business  Machines,  Gulf  Oil  Corp.,  The  Hecht  Co.,  Wood- 
ward &  Lothrop,  Lansburgh's,  S.  Kann  Sons,  Frank  R.  Jelleff,  Inc.,  and 
Giant  Food  Stores. 

The  School  is  now  developing  a  campaign  to  provide  resources 
for  additional  full-time  faculty,  to  raise  faculty  salaries  and  to  provide 
adequate  physical  facilities.  Individuals  and  firms  wishing  to  assist 
the  School  and  the  University  in  developing  this  program  are  invited 
to  secure  additional  information  from  the  President  of  the  University 
or  the  Dean  of  the  School  of  Business  Administration. 


